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Lite Production for 1930 


Estimating December Totals, Sales for Year Will Exceed Any 
Similar Preceding Period Except Banner Production of 1929 


URING the past year the vol- 
D ume of ordinary life insurance 

paid for in the United States 
was larger than in every previous year, 
except for the same period in 1929. 
This is based on a report issued by the 
Life Insurance Sales Research Bureau 
at Hartford, Conn. This bureau studies 
life insurance conditions all over the 
country and issues a monthly survey 
of business sold. The 78 companies 
whose experience is included represent 
88 per cent of the total legal reserve 
ordinary life insurance outstanding in 
the United States. 

A review of life insurance sales over 
the past few years is conclusive proof 
of the increasing value the American 
public places on life insurance. Using 
a conservative estimate for December, 
the volume of insurance paid for in 
1930 will be well above any previous 
year except 1929. In every year from 
1921 to 1929 the annual sales increased 
until in 1929 the volume sold was 8 
per cent above any preceding year. In 
1930, when the incomes of almost every 
class of people have been substantially 
reduced, the annual production will fall 
below the peak of 1929, but it will still 
be larger than in 1928, when prosperity 
was prevalent. Although incomes are 
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smaller, the majority of people have 
felt the security to be gained from in- 
surance and have continued to pur- 
chase. The sales in this year will be 
over $1,000,000,000 greater than in 
1925; an increase which practically 
equals the amount of the entire coun- 
try paid for in 1900. If 1930 sales of 
ordinary life insurance are compared 
tc 1920, the volume is over half again 
as large; compared to 15 years ago, the 
insurance industry shows a gain of al- 
most 400 per cent. 

These figures are an indication of the 
rapid growth of an industry, which 
every year is gaining the support of a 
larger percentage of the American 
people. The rapid but steady growth 
is due primarily to two factors, one 
lies with the company and the other 
with the public. 

As in other businesses, insurance 
companies have come to realize the ad- 
vantages in being represented in the 
field by able, well-trained salesmen, 
familiar with their subject. The old 
high pressure salesman is giving place 
to an agent who makes a study of his 
prospect’s needs and sells. him protec- 
tion for these needs. Not only origi- 
nally selling the correct policy, but ser- 
vice to old policyholders is being in- 


creasingly stressed. Good _ service 
makes an opening for new business. 
The careful selection and training of 
agents not only increase the quantity 
of insurance, but improves its quality. 

The second factor is closely related 
to the first. The American public is 
becoming increasingly conscious of in- 
surance and the varied needs it fills. 
It is an institution that can be trusted 
as a safe investment. The rapid de- 
preciation during the past months of 
profits made through the stock market 
have turned many from speculation. 
Money quickly made was as quickly 
lost. There is nothing spectacular in 
life insurance. It furnishes a means 
of building up-an estate which appre- 
ciates steadily in value and does not 
fluctuate. 

The figures for the month of Novem- 
ber show a loss when compared to No- 
vember, 1929. The past month was a 
bad month for sales all over the coun- 
try. Every section shared the decrease 
and Delaware was the only State to re- 
cord a gain for the month. Although 
the losses in some States are consider- 
able, in many States the volume is only 
slightly below the production of a year 
ago. 
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ASELIVE THIRDPARTY SMOKES 





QUALITY of opportunity, the 

heritage of freedom and all simi- 
lar blessings incident to citizenship in 
a democracy such as ours all are 
splendid privileges. It is a spiritually 
healthy sign for the newsboy or boot- 
black to believe that someday he will 
build a Chrysler Tower, or direct a 
railroad, because very often they actu- 
ally do these things. But much harm 
comes from this same Algerian influ- 
ence. We have too many potential 
millionaires and not enough “average 
men.”—men who aim for financial in- 


dependence at sixty. 


* * * 


INANCIAL independence at sixty? 

Don’t talk nonsense. Nine out of 
every ten sixteen year old boys put the 
dead line of financial affluence at thirty 
—to them thirty means the shady side 
of middle-age. Maybe nine retain the 
same rosy outlook at twenty-five, post- 
poning to age thirty-five the age of 
riches, And so on at forty-five. 

* * * 

HERE is a small minority of young 

men who hope for the best but 
prepare for the worst. These are the 
buyers of life insurance. They are 
not that mythical person, the “average 
man” but they are level headed enough 
to so regard themselves or at least they 
take precautions to guard against 
hazards which threaten the comfort of 
the average man. What a break for 
the insurance agent if everyone could 
look into the future and so appraise 
his true fortune in this life. 

* * * 

ERHAPS it would be a great deal 

better for all concerned if Ameri- 
cans did take more of a “Continental” 
view of the problems of life. Your 
father was a brick layer, or a minister, 
or a civil service employee. Be diligent 
in your studies and someday you will 
be equally fortunate. Let fond moth- 
ers cease to regard every male off- 
spring as a future president. It is 
just possible that such outspoken 
optimism leaves its impression on the 
infantile brain. Let her, instead, say: 
“You are going to grow up, if you do 
grow up, and be a floor-walker in 
Everyman’s department store. You 
will earn $2,2C0 a year and the chances 
are that you will marry and become a 
State charge at sixty-five. That is, 
unless you have sufficient foresight to 
protect your old age by buying life in- 
surance during your working years.” 
Then the boy probably would grow up 
to be a big man just out of contrari- 
ness. 





KNOW that the late Lord Byron 

wrote the line, “Far as the breeze 
can hear,” so I don’t have to put into 
jeop:irdy another dollar to find out 
who said it. But I thought of the 
phrase when I began to receive and 
continue to receive letters from readers 
of THE SPECTATOR telling me _ that 
Longfellow wrote “A Boy’s Will Is 
the Wind’s Will,’ or, rather, that he 
quoted it from an old Lapland song. 

cle 

VER since I have been connected 

with THE SPECTATOR I have known 
not only that its circulation embraced 
the entire territory of the United 
States and Canada but also that it was 
subscribed for by residents of Europe, 
India and other foreign countries. Ask- 
ing a question only emphasized that 
fact. I have had replies from Port- 
land, Me., Seattle, Wash., New Orleans, 
La., and Richmond, Va., not to mention 
Chicago, Philadelphia and other cities 
and towns nearer New York. 

* * * 

ERHAPS, in the due course of 

time, I shall be informed from 
such romantic spots as Singapore and 
Calcutta that Longfellow wrote the 
verse and not Whittier or Hood. That 
will also prove again that probably no 
other American poet ever became so 
well known abroad as did Longfellow. 
If this happens not only I will be 
pleased, but also, I presume, the young 
person in the office who removes all 
the foreign stamps from the letters or 
papers that bear them as soon as they 
arrive. In other words, they would 
twice bless. 
* 


* * 


NOTHER thing which pleased me 
in connection with these letters 
was the sympathy expressed along with 
the erudition. Such kindly remarks 
as “Sorry, but you lose,” “I am afraid 
you have lost a dollar” and “It appears, 
unfortunately, that you have lost your 
bet,” were a part of nearly every let- 
ter. That softened the blow to some 
extent, both to my pride and my pocket- 
book. 
* * 
MUST not carry this sort of thing 
too far but I wonder if even THE 
SPECTATOR readers could tell me, with 
certainty, who it was that said “There 
but for the grace of God go I?” No, I 
will not violate the spirit of Christmas 
with such a request. 
* * * 
NSTEAD I wish everyone A Merry 
Christmas and A Happy New Year. 


Ba 





66 ET in—Get through—Get out!” 

G That’s the way to sell life in- 
surance, according to Charles P. Rogge 
in his new book, “Super-Selling With 
Rogge.” That’s the way to sell any- 
thing, it occurs to me, including fire in- 
surance. 

“Get in—Get through — Get out.” 
That’s no mere catch phrase—although 
it’s catchy enough. If anything, it’s a 
million-dollar idea. Actually, it’s been 
worth that to the author. He sells $16,- 
000,000 of paid-for life insurance in a 
year. With the same methods, I don’t 
doubt for a minute that he’d smash 
selling records in fire insurance, auto- 
mobiles or apples. 

* 
OGGE is able to do more in a two- 
minute interview than the average 
salesman can accomplish in twenty, 
because of what he terms the “Eye 
approach”—another phrase that sticks. 
It consists of buttoning your lip, flash- 
ing the picture of what you have to 
sell and allowing the prospect to do 
the talking. Rogge’s experience has 
been that if you arouse his interest 
he’ll talk, all right, and what’s more, 
talk turkey. 


* * 


* 


HOUGH Rogge is, himself, a vir- 

tuoso, his theory and methods are 
absolutely sound and universally ap- 
plicable. People in this day and age 
are fed up on long harangues. The 
old, deadly novel of two and three 
volumes has given way to tersely writ- 
ten tales not exceeding three hundred 
pages in length. Flip through the ad- 
vertising sections of any leading maga- 
zine. Pictures leap at you from every 
page. Pictures in color, in line, in black 
and white. A first class copywriter will 
sacrifice twenty lines of descriptive 
words for a block of white space that 
will spotlight the stickful of type that 
tells the story. The personal interview 
should be as graphic and well “laid 
out” as an ad. 


* * 


* * * 


HEARTILY recommend Mr. Rogge’s 

book to fire insurance salesmen, 
many of whom are talking themselves 
out of commissions. Rogge _ says: 
“Remember you are out to sell insur- 
ance, not to hear yourself talk. Never 
make your prospect’s ear do anything 
his eye can do. Don’t tell him—show 
him.” That’s the flavor of the book— 
wonderfully simple, and simply won- 
derful. “Get in—Get through—Get 
Out.” It ought to go down in the books 
as the Golden Rule of salesmanship. 
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Forward in 1931 


HAT of it if 1930 was a 

year of retrenchment? What 
of it if people hesitated to buy be- 
cause big business houses hesi- 
tated to sell, so concerned were 
they with reducing overhead and 
unnecessary expenses? How does 
that affect 1931? 

All twelve months of 1931 are 
going to make one great selling 
year. Conditions all point to it. 
The road is paved for it. 

There is money, and there is 
plenty of business to absorb it. 
Brilliant salesmen will break 
lances all through the year to se- 
cure it; competition will be great, 
greater than ever. But the expe- 
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rience real salesmen have gained 
in bringing home the applications 
during 1930 will be a superior as- 
set. They are the fellows who 
will compete with production 
leaders in every field of industry 
for the dollars the consumer is 
going to spend during 1931. 

' Because we recognize the prob- 
lem, and because we are going to 
witness a great part of this com- 
petitive struggle THE SPECTATOR 
has prepared to meet it, and to 
pass on the new ideas in business 
which will be of practical value to 
our readers. 

By this time the slogan “1931 
AMERICA FORWARD MARCH” 
is well known. Perhaps it has 
clicked already. At any rate, 
we’re going to use that spirit to 
put a quick step rhythm into the 
work of our readers, to invigorate 
them to go forward. Not only 
that but we’re going to try to 
show them how—in a new way. 

This will come through our 
work on definite merchandising 
plans. plans that are practical. 
We will pass on to you thoughts 
and advice of men who will keep 
feeling the pulse of 1931 as it 
grows from a lusty infant into a 
hardy citizen. They will survey 
and analyze the business situa- 
tion with a thought toward shov- 
ing it back into prosperity. 

We will present a series of ar- 
ticles by outstanding men in the 
insurance business which will 
contain, not prophecies of a bet- 
ter insurance year, but practical 
suggestions and assistance for ac- 
tually making 1931 an improved 
year for insurance production. 

All our editorials and our news 
copy will be progressive, and 
written with one ear to the 
ground to hear the rumbling of 
new developments. 

For our agent readers we have 
planned a merchandising pro- 
gram which should be both far 
reaching in scope and efficacious 
in result. Because we are able to 
diaw upon the most brilliant 
minds in the business we will be 
able to present sales articles 
which will be crammed with ideas 
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and suggestions. Beginning with 
the issues in January, 1931, we 
will map out each month an in- 
tensive selling campaign for a 
particular and seasonable line of 
insurance. The program will em- 
brace: 

(1) A monthly calendar which 
will be a chart of the agent’s daily 
progress and planning. This will 
coordinate his duties, and provide 
him with a smooth and efficient 
production machine. 

(2) Convincing sales letters to 
blaze the trail for the agent’s per- 
sonal solicitation. 

(3) Sample advertisements for 
use in the local newspapers, fo- 
cusing attention on the particular 
line of insurance the agent is spe- 
cializing on during the month. 

(4) A description of the cover- 
age and a non-technical explana- 
tion of the policy contract. 

(5) A practical article on pros- 
pecting in the line of insurance 
suggested for the month, telling 
who needs the coverage and why. 

(6) Sales talks which will be 
useful as a foundation for the 
agent who has never featured the 
suggested line. 

This program will be arranged 
to include direct campaigns for 
life, fire and casualty insurance 
in alternate issues. In the fire 
and casualty insurance fields we 
will concentrate on such cover- 
ages as Use and Occupancy, Tour- 
ist’s Floater, Plate Glass, Con- 
tract Bonds, and many others. 
The life insurance program will 
offer articles on such feature poli- 
cies as Educational, Family In- 
come, Business Insurance and 
Mortgage. 

In brief that is what THE SPEC- 
TATOR has planned to do during 
the Selling Year of 1931 to stimu- 
late insurance production. The 
plan we have outlined is the re- 
sult of concentrated study of the 
requirements of our readers, and 
when they have put it. to work, 
it will give impetus to a progres- 
sive movement which will achieve 
the goal of the 1931 AMERICA 
FORWARD MARCH CAM- 
PAIGN. 


Editorial 

















































Fire Loss Record 


S the end of the current year ap- 
proaches, the interest in the fire 

loss in this country increases. The 
amount of the loss in the first eleven 
months of this year, as computed by 
the National Board of Fire Un- 
derwriters, exceeded $420,000,000, 
whereas the loss for the full year 
1929 was about $422,000,000. The 
prospects are, therefore, that if the 
December loss is no larger than it 
was in December, 1929, the total fire 
loss for the full year will be about 
$460,000,000. The outlook for the 
making of satisfactory statements 
following the close of this year is, 





KEYSTONE HOLDING’ CO. 
PAYS OVER $2,000,000 


NASHVILLE, TENN., Dec. 23.— 
The Keystone Holding Co. paid 
$2,092,000 on _ Inter-Southern 
stock in completion of the deal 
whereby the Keystone Holding 
Company, of Hammond, Ind., ac- 
quired control of the holdings of 
Caldwell & Co. and a majority of 
the capital stock of the Inter- 
Southern Life Insurance Com- 
pany of Louisville, it was stated 
Monday. The sum was paid into 
the American National Bank, es- 
crow agents, it was announced, 
and $100,000 previously had been 
paid over with the escrow agree- 
ment. <A total of 1,461,333% 
shares was involved in this trans- 
action. The sale of the stock was 
ordered by Judge John J. Gore 
several weeks ago. After an ex- 
tensive hearing with control of 
the Inter-Southern Company the 
Keystone Holding Company also 
secured domination of the Mis- 
souri State Life Insurance Com- 
pany, of St. Louis, and six other 
insurance companies which the 
Caldwell interests had controlled. 











The Week’s Most Helpful Hint 
(Lifted from the U. S. Mail) 

At last, the practical Christmas card 
has arrived. Its greetings, photo- 
graphed from the columns of the New 
York World, are: “Hull and Hoffman 
See Great Year Ahead For Life In- 
surance,” followed by an interview in 
which the managing director of the 
National Association of Life Under- 
writers and his assistant express their 
optimistic outlook for the coming year. 
At the same time they express their 
appreciation to the American Life Con- 
vention and other allied organizations 
for their cooperation during the past 
year. Inside the card appears personal 
greetings from the joint senders. An 
original and timely idea and right in 
line with the spirit of 1931. 


Editoriai 






therefore, rather unpromising, for not 
only has the fire waste advanced ma- 
terially, but it is believed that the 
premium income has fallen off con- 
siderably, and within the last week 
or so securities dealt in on the ex- 
changes have, in many instances, 
touched the lowest prices of the year. 
As it is understood that the security 
valuations will be on the basis of 
prices on Dec. 31, 1930, the prospect 
for profit in either the underwriting 
or the investment branch of the busi- 
ness, in the aggregate, is unfavorable. 





Elected to Board of Pyramid 
Life, Little Rock, Ark. 

The election of Ben R. Hamilton as 
a member of the board of directors and 
of Robert C. Stark to the office of sec- 
retary of the company and a member 
of the board of directors was an- 
nounced recently by Herbert L. 
Thomas, president of the Pyramid Life 
Insurance Company, at the conclusion 
of the regular December meeting. 

Mr. Hamilton is general agent for 
the Pyramid Life in the Little Rock 
territory, having organized the Ben R. 
Hamilton Agency in May of this year. 
Mr. Stark has been connected with the 
company since its organization. 
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There Were 27,069 
Waiters 


This is mot a reference to diningroom 


It is just a reminder that dur- 
ing the first nine months of 
1930, The Prudential re- 
jected 27,069 applications 
for Ordinary and Interme- 
diate life insurance polli- 


Had the applicants concerned 
acted in time many of them 
would have procured the 
protection they desired and 


NEEDED. 


Delay Often Means Disappointment 
Gw9 


The Prudential 
Insurance Company of America 


Epwarp D. DuFFIELp, President 
Home Office: Newark, New Jersey 
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No Parallel Between 
1905 and Today 


Iowa Insurance Commis- 
sioner So Informed by 
Miles M. Dawson & Son 


Letters Made Public 











Ray Yenter Referred to the Cald- 
well Failure and Its 
Consequences 


Taking note of the anxiety in insur- 
ance circles occasioned by the collapse 
of the Caldwell interests at Nashville, 
Tenn., Hon. Ray Yenter, Iowa Insur- 
ance Commissioner, announces that he 
is seeking contact with Miles M. Daw- 
son & Company, consulting actuaries 
of New York, for the purpose of em- 
ploying that firm in making a survey 
of holding company practices in the 
purchase of life insurance companies. 

Mr. Yenter calls attention to a series 
of transactions now going on relative 
to group purchases which makes it dif- 
ficult to determine just what is in- 
volved. He contends that such trans- 
actions afford an opportunity for the 
manipulation and substitution of se- 
curities which have been passed upon 
by the various insurance commis- 
sioners in the States where such con- 


-cerns have been authorized to transact 


business. 

In his proposal for a survey of the 
entire life insurance field, Mr. Yenter 
disowns any purpose to challenge the 
solvency of any insurance enterprise, 
and furthermore, he declares that none 
of the Iowa insurance companies are 
involved in interlocking ownership, 
which is to be the basis of the survey. 

In the letter to the New York actu- 
aries, Yenter mentioned the activities 
of Caldwell and Company, investment 
bankers of Nashville, Tenn., who pur- 
chased the Southern Surety Company 
which had home offices in Des Moines 
but recently taken over by the Home 
group of insurance companies. 
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It is a matter of common knowledge 
that when the Caldwell interests se- 
cured a controlling interest in the 
Southern Surety, then a successful and 
profitable casualty company in this 
city, the threat to move the concern 
te St. Louis was accompanied with a 
promise that if the “captains of in- 
dustry” in Des Moines would immedi- 
ately subscribe for a million dollars’ 
worth of stock in the enterprise, it 
would not be moved, and half of that 
amount was actually subscribed. It 
is known that proposals were made to 
life insurance companies under the 


(Concluded on page 13) 





CLEVELAND LIFE UNDER- 
WRITERS ELECT OFFICERS 


At the meeting of the Cleve- 
land Life Underwriters Associa- 
tion held last week the annual 
election of officers was held. The 
following list will be the officers 
and directors for the year 1931. 
President—Walter E. Baker, Spe- 

cial Agent, Penn Mutual, 1700 

Keith Bldg. 
Vice-President—R. B. Coolidge, 

Assistant General Agent, Aetna 

Life, 622 Leader Bldg. 

Second Vice-President—C. W. 

Hippard, Special Agent, North- 

western Mutual, 1228 Keith 


Bldg. 
Treasurer —E. M. Hall, Special 
Agent, Equitable Ia., 1837 


Union Trust Bldg. 

Managing Director — George H. 
Thobaben, 1636 Union Trust 
Bldg. 

Directors 

W. L. McPheeters, General Agent, 
Union Central, 816 Keith Bldg. 

R. K. Kriss, Special Agent, Guar- 
dian Life, 740 Guardian Bldg. 

J. A. Coffman, General Agent, 

Connecticut General, 1080 Union 
Trust Bldg. 

E. B. Fisher, Special Agent, Na- 
tional Vermont, 1722 Keith 
Bldg. 

E. W. Brailey, General Agent, 
New England, 710 Bulkley 
Bldg. 

National Committeemen 

H. G. Wischmeyer, General 
Agent, John Hancock, 1812 
Keith Bldg. 











November Life Sales 
Decline 





Production for Month Was 
17.2 Per Cent Under Same 
Period Last Year 





2.6 Drop for Year 





Comparative Record Continues 
to Show Industrial Business 
in Strongest Position 


New life insurance purchases in 
November were 17.2 per cent less than 
in November last year. The cumulative 
total of new life insurance production 
for the first eleven months of 1930 
was 2.6 per cent less than the corre- 
sponding amount in 1929. 

These facts are shown by a compila- 
tion forwarded by the Association of 
Life Insurance Presidents to the U. S. 
Dept. of Commerce for official use. 

For November, new ordinary insur- 
ance of these companies amounted to 
$593,270,000 against $704,316,000 in 
1929—a decrease of 15.8 per cent. New 
industrial insurance amounted to $208,- 
482,000 against $249,246,000 in 1929 
—a decrease of 16.4 per cent. New 
group insurance was _ $59,340,000 
against $86,165,000 last year—a de- 
crease of 31.1 per cent. The aggre- 
gate of all classes for November of 
1930 was $861,092,000 against $1,039,- 
727,000 for November of 1929—a de- 
crease of 17.2 per cent. 

For the first eleven months of this 
year, new ordinary insurance amounted 
to $7,764,878,000 against $7,960,651,000 
during the corresponding period of last 
year—a decrease of 2.5 per cent. New 
industrial insurance was $2,622,327,000 
against $2,664,112,000—a decrease of 
1.6 per cent. New group insurance was 
$961,667,000 against $1,024,851,000— 


‘a decrease of 6.2 per cent. The total 


of all classes written during the first 
11 months was $11,348,872,000 against 
$11,649,614,000 during the same period 
of 1929—a decrease of 2.6 per cent. 
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Personality 
and Friendliness 








The Missouri State Life is a Company of personal- 
ity and friendliness. Its officers are all compara- 
tively young men, mature in experience and judg- 


ment, aggressive in spirit. 


The constant aim of the Missouri State Life is the 
perfection of its service to field men and the pub- 
lic. A system of Branch Offices in important cen- 
ters, in addition to General Agencies, gives direct 
and prompt service to clients and representatives. 


With its Home Office situated in the center of the 
United States, the Company is in a position to 
give prompt, efficient service, and through its sev- 
eral departments—Life—Accident and Health— 
Group—and Salary Savings—it offers its repre- 
sentatives an exceptional opportunity to multiply 
the results of their daily work and thereby mul- 








tiply their income. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


HILLSMAN TAYLOR, President 


ST. LOUIS 








More than a Billion and a Quarter Dollars of Life Insurance in Force. 
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Equitable Life Has Record 
Week’s Production 





Special Six Day Sales Campaign 
Goes Over with $80,000,000 


of New Business 


‘When business is hard to get, go 
after it harder and be rewarded by in- 
creased sales,” said Frank L. Jones, 
vice-president of The Equitable Life 
Assurance Society of the United States 
announcing that the company’s special 
one week sales campaign closed last 
week had produced $80,000,000 of new 
life insurance and annuities during 
“All Producers’ Week” as compared 
with the company’s average weekly 
business of $25,000,000. 

“Exactly as the whole institution of 
life insurance has come into favor, just 
so the modern, well-trained agent has 
come into public favor” said Mr. Jones. 
“As a consultant and salesman he is a 
builder of American character re- 
serves, for the life insurance agent’s 
pressure upon the public is for the 
public’s good. A group of several 
hundred of America’s best life under- 
writers could be selected who would 
match another equal number from any 
other institution of society in intelli- 
gence, in industry in ideals and in con- 
structive help.” 

The Equitable’s sales volume during 
“All Producers’ Week” surpassed any- 
thing of like time duration in the his- 
tory of the company, Mr. Jones said. 
A total of 7648 agents scored with at 
lease one policy each and a total of 
15,570 applications for insurance were 
forwarded to the home office. In twen- 
ty-one agencies, every agent under con- 
tract wrote at least one policy during 
the week, and in 36 agencies, 90 per 
cent or more of the agents under con- 
tract produced business. 


The paid for, for the Harold L. Tay- 
lor Agency of the Mutual Life Insur- 
ance Co. of New York at 521 Fifth 
Avenue, New York City, for November 
was $545,000, as compared with $538,- 
846 for November, 1929. 
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Began business in 1923. 


B. R. BAYS, 
President 
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men in most of 


operate. 


tunity, it will be to your 
communicate with us. 


c. O.. MILFORD, 
President 


GREENVILLE 
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SOUTHEASTERN U. S. 


As a result of our expansion program, 
unusually attractive General Agency 
openings are available for the right 


EASTERN states in which we now 
Unexcelled policy contracts, 
most liberal first year and long time 
renewal commissions, allowance for or- 
ganization and office expenses. 


If you are lookir.g for a real oppor- 


SOUTHEASTERN LIFE 


INSURANCE COMPANY 


Southeastern “U. S.” Should Remind You of Us 











the ten SOUTH- 










advantage to 













ORGANIZED 
1905 


SO. CAROLINA 
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“What Price Policy Loans?” 

As a result of the impressive presen- 
tation of the short play, “What Price 
Policy Loans,” recently staged by the 
Pilot Life Players at Greensboro, N. C., 
the cast have been invited by Major 
Roger B. Hull, managing director of 
the National Association of Life Un- 
derwriters, to present the play at the 
next annual gathering of the national 
association. 


This play was shown to a capacity 
audience at the Imperial theater and 
was the leading feature of an evening 
of entertainment staged for the benefit 
of visiting underwriters and their 
friends, as a Get-To-Gether program, 
opening the Insurance Days program. 
The play was written by L. L. Mc- 
Alister, superintendent of agencies in 
charge of conservation for the Pilot 
Life. 




















™ SERVICE LIF 


LINCOLN, NEBR. 


Ins. 


Co. 


Now in 15 States 


JOHN L. OESCHGER, 
Sec’y-Treas. p 





~ 
Agents Wanted 








Good opportunities in se- 
lected territory for hust- 
lers. 

Up-to-date policies. Lib- 
eral commissions. 
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The New Family Income Policy 


314% legal reserve contracts, has been officially approved by the Insurance Departments of the 


W: are pleased to announce our New FAMILY INCOME policy which, together with seven other new 


twenty-seven states in which we operate. Our FAMILY INCOME policy was designed from the new ideas 
recently developed by Mr. Philip Burnet of the Continental American Life Insurance Company. 


In addition to this popular policy, we have brought out the following new policies, all on*the 344% legal re- 


serve basis with cash and loan values: 


ENDOWMENT AT AGE 85 


(Whole Life) 


THE PURE PROTECTOR 


(Low cost Whole Life) 


pane “ee ENDOWMENT AT AGE 65 


(With non-forfeitable cash savings) 


~ 


ACCUMULATION 20 PAY LIFE 


(With non-forfeitable cash savings) 


ACCUMULATION 20 YEAR ENDOWMENT . 


(With Non-Forfeitable Cash Savings) 


TWENTY PAYMENT LIFE 
TWENTY YEAR ENDOWMENT 
JUVENILE INSURANCE 


(From ages 1 day to 14 years) 


You may obtain complete information concerning our Agency Contract and New Policies 
by Writing to F. A. Hicks, Superintendent of Agents 


GUARANTEE FUND LIFE ASSOCIATION 


Omaha, Nebraska 
More Than $170,000,000 Insurance in Force 














THE BOOK OF THE YEAR ON 
VISUAL SELLING 


THE EYES 
HAVE IT 


IN SELLING 
LIFE INSURANCE 


Compiled by 
Kenilworth H. Mathus 


Five out of every six mental impressions come 
through the eye. This newest sales manual gives 
you clear-cut, graphic methods that make Policy- 
holders out of Prospects. 


This unusual volume presents the cream of the 
country’s most successful graphic and pictorial 
sales demonstrations, 


IT VISUALIZES 


The Need for Life Insurance Business Insurance 
Estates and Life Insurance Educational Insurance 
Programs Retirement Income 
Life Insurance as an Investment Insurance for Young Men 
Income Insurance Insurance for Farmers 





CONTAINS 150 CONVINOING GRAPHIC AND 
PICTORIAL SALES TALKS 


Price, per copy $2.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








AMERICAN NATIONAL 


Insurance Compary 


GALVESTON.TEXAS 


Mr. Agent— 


Are you interested in working under 
a direct home office contract? 


| If so, clip the coupon! 


This company offers such a contract 
to men and women of character and 
ability. Write all forms, life, endow- 
ment, old age pensions, educational, 
juvenile, commercial health and ac- 
cident and group policies. 


Nearly $600,000,000 Insurance in Force 
$38,014,715 Assets $4,856,661 Surplus 


Wilfred S. McLeod, Secretary, Board of Control 
American National Insurance Co., Galveston, Texas 








Give me particulars of your agency proposition. 
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Argentine Praises Our 
Selling Methods 





Notes Stress on Professional 
Aspect of Life Insurance Ser- 
vice by U. S. Companies 


Argentine social and business condi- 
tions are, with certain differences, 
fundamentally similar to those of the 
United States, says Norberto Cuneo 
of La Continental Insurance Company 
of Buenos Aires, who has been study- 
ing the sales program of The Con- 
necticut Mutual and other American 
companies. 

“We have for some time been study- 
ing American methods of selling life 
insurance with a view to adopting or 
adapting such as may prove feasible 
with our company,” says Mr. Cuneo. 

“We note from close observation that 
American methods indicate a stressing 
of the professional side of life insur- 
ance service, and training of the agents 
points to this same end. Argentina 
agents are coming more and more to 
selling life insurance aggressively in a 
manner similar to that used in the 
United States.” 


Mrs. Mamie Sparrenberger, special agent 
at Montgomery, Ala., for John Hancock 
Mutual Life has been transferred to Chat- 
tanooga, Tenn. 





A TOWER OF STRENGTH 


INSURANCE IN FORCE 
TWO BILLION DOLLARS 


Assets.......... $568,197,000 
Surplus......... 72,807,000 
Total Liabilities 495,390,000 








Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE-HALF PER CENT 


Total investments in United 
States securities approx- 
imately $300,000,000 


Dividends to Policyholders increased 
for tenth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 
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Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Address. 


Prudential Announces High 
Record Dividends 


Dividends amounting to $86,299,000, 
a new high record, have been an- 
nounced by the Prudential Insurance 
Company of America. Of this amount 
$53,566,000 was apportioned for Indus- 
trial policyholders, or those whose 
premiums are paid weekly. The ap- 
portionment for this group in 1929 was 
$41,000,000; thus a gain of $12,566,000 
is shown for this year. 

For the holders of Ordinary policies, 





or those on which premiums are paid 
quarterly, semi-annually or annually, 
together with Intermediate monthly 
premium policies, dividends of $32,- - 
733,000 have been provided, as against 
a total of $30,031,000 a year ago, or an 
increase of $2,702,000. 

The liberality of these dividends is 
evidenced in a comparison of the total 
figures for the two years. In 1929, the 
amount was $71,031,000, while in 1930 
it is $86,299,000, or a clear increase in 
all three branches of. business of $15,- 
268,000. 


Announcing 
a New Retirement Annuity 


Annurry business is fast find- 


ing its place as another economic factor of society. Not until recent 
years have the different forms of annuities become generally recog- 
nized as a popular investment among people who desire a guaranteed 


income for life. 


The John Hancock’s New Retirement Annuity is already meeting a 
public demand among school teachers, nurses, and business women 


who desire a definite income at a definite age—also among men who 
have no dependents and those who, having provided for their de- 


pendents through life insurance, wish to establish a retirement income 


for themselves. 


| Some Features about the New John Hancock Retirement Annuity 


IssuED ON MEN AND WOMEN ages 
15 to 64—Retirement ages 45 to 
75 without examination unless 
disability feature is desired. 


DeatH Benerir always equals or 
exceeds annuity premium deposits. 


INCOME AT RETIREMENT age auto- 
matic and guaranteed for 10 years 
certain and continuous, unless 
one of two other option methods 
of settlement is selected. 


CasH SurRRENDER value, and loan 
provision after payment of first 
year’s premium. 


ToTaL AND PgrRMANENT Di1sa- 
BILITY feature. (Waiver of pre- 
miums and monthly income.) 


Income based on either $100 of 
annual premium or $10 monthly 
premium. 





LiFE INSURANCE COMPANY 





oF BOSTON. MASSACHUSETTS 


Life Insurance 





1850 PURELY MUTUAL 1930 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 


EIGHTIETH YEAR 


$130,552,290 
123,069,718 





Surplus, par basis (Market Value basis, $7,808,085) 7,482,572 
Dividends paid in 1929 5,026,474 
Insurance in force 597,193,119 


Seventy-nine years of constructive mutual policyholders’ service. 


$74,566,223 of new paid-for business issued in 1929 of which 34.639, was on the lives 
of old policyholders. 


Paid to policyholders since organization, $225,290,358, which, with assets to their credit, 
exceeds the premiums received by $30,414,799. 


NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 


Membership in this company demands evidence that the physical condition of the applicant is substantially 
on an equality with the condition of existing members at the time they were admitted. Any departure from 
this practice jeopardizes the equity of membership and is a discrimination against existing members. Medical 
examination is a distinct advantage to the applicant in the interests of his continued good health. 


A Complete Statement will be sent on request 
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NOTHING 
BERKSHIRE LIFE | BETTER 


INSURANCE CO. 


N° policy is better adapted to the needs of 
tein ’ . America’s business and professional men 
In establishing connections with a than is Mutual Trust Life Insurance Company’s 
life insurance company, the personal Preferred Risk Ordinary Life. Combining, as it 
equation of its official family is of does, low initial cost, low net cost, and permanent 
paramount importance to the pros- protection, it is a powerful aid to the success of 
pective agent. The Berkshire Life the representatives of the Company. 

Insurance Company of Pittsfield, P 
Massachusetts, has a_ well-earned Basis $5,000.00 


reputation for a co-operative spirit ILLUSTRATION OF NET COST* 
between the Home Office and the 10 Yrs. 10th Yr. Total Divs. $5,000 10 Yr. 
Field Force that is of inestimable Premiums Cash Value 10 Yr. Period Net Cost 


alue to th 7760. 44710 + «4117.05 213.45 
value, to the success and happiness 102540 67880 «140.05 206.55 
of its representatives. 1460.00 101235 166.95 280.70 
| 227270 + +«1407.05 + ~—Ss«- 199.55 666.10 


Mutual Trust 


Berkshire Life Insurance Company LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 


PITTSFIELD, MASSACHUSETTS cn senicacon! NOs" 


Incorporated 1851 as OLD FAITHFUL” 


Fred H. Rhodes, President * Based on present dividend scale; not guaranteed. 

















“Ask Any Berkshire Agent” 
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No Parallel Between 1905 
and Today 


(Concluded from page 7) 


plea that a great organization like the 
one at Nashville behind struggling 
life companies simply meant the differ- 
ence between success and failure. 

Having in mind the upheaval oc- 
casioned 25 years ago because of reck- 
less procedure by speculative investors, 
Mr. Yenter, in -his letter to the New 
York actuaries, said that he was fear- 
ful that “some of the tendencies—such 
as existed prior to and brought about 
the investigation of 1905—if permitted 
to continue, will seriously impair the 
protection of policyholders and the 
stability of life insurance companies-” 

The Iowa Commissioner pointed out 
that “certain tendencies appear to be 
growing up in the life insurance busi- 
ness,” and asked the Dawson firm as to 
the underlying causes which brought 
about the investigation conducted in 
New York in 1905, at about the same 
time a similar investigation: was under 
way in Canada by the Royal Commis- 
sion of Canada. 

Commissioner Yenter is chairman of 
the executive committee of the Na- 
tional Convention of Insurance Com- 
missioners. 

In a letter addressed to Mr. Yenter 
by Mr. Dawson, the belief is expressed 
that insurance departments vested with 
the power which they already have, 
should no longer hesitate to exercise 
that authority in bringing to a speedy 
termination highly speculative ventures 
in life insurance, and thereby carry 
out their moral duties to the citizens of 
their respective States, to assist in 
every way possible to stabilize existing 
business, conserve and protect the as- 
sets of insurance companies. 

Mr. Dawson’s letter, however, em- 
phatically stated that in his opinion 
the general situation of life insurance 
companies throughout the United 
States, as regards both stock and mu- 
tual life insurance companies, is emi- 
nently satisfactory. It said that the 
great majority of the life companies 
are well managed, in the main, by com- 
petent, honest men who have spent 
their lives in the life insurance busi- 
ness and have thoroughly absorbed the 
traditions of the business, and, it 
added, “we are happy to note that you 
personally are alive to this situation 
and we believe we state your viewpoint 
when we say that all such companies 
are entitled to public confidence.” 

The letter also says that few of the 
so-called Caldwell companies are ma- 
terially affected from the standpoint of 
security to policyholders. 
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Election of Eugene D. Nims 
Strengthens Board 





Expected to Eliminate Caldwell 
Influence from Affairs of Mis- 
souri State Life 


The election of Eugene D. Nims to 
the chairmanship of the Missouri State 
Life Insurance Company board of di- 
rectors to succeed James E. Caldwell 
of Nashville, Tenn., is expected to go 
far toward eliminating the Caldwell 
influence from the affairs of the St. 
Louis insurance company and also add 
greatly to its prestige throughout the 
Southwest and the country generally. 

Mr. Nims is chairman of the South- 
western Bell Telephone Company with 
headquarters in St. Louis and long has 
been very prominent in the -business 
affairs of the Southwest and Middle 
West. He is also vice-president of 
Industrial Club of St. Louis and has 
been on the Missouri State Life board 
for several years. His election to the 
chairmanship of the insurance com- 
pany’s board was predicted in these 
columns in November although he was 
not identified by name in the former 
news stories. 

In addition to Mr. Nims, the other 
directors of the Missouri State Life 
are: Frank O. Watts, chairman of the 
board of the First National Bank in 
St. Louis; J. Sheppard Smith, presi- 
dent, Mississippi Valley Trust Com- 
pany, St. Louis; Charles S. Sargent, 
Kidder, Peabody & Company, New 
York City; Dr. B. R. Payne, president, 
George Peabody College, Nashville, 
Tenn.; Thomas M. Pierce, vice-presi- 
dent and general counsel, Terminal 
Railroad Association of St. Louis; W. 
S. Bransford, capitalist, Nashville, 
Tenn.; Theobald Felss, president, Felss 
Flour Milling Co., Cincinnati, Ohio; 
Harvey C. Couch, president, Arkansas 
Power & Light Company, Pine Bluff, 
Ark.; C. G. Arnett, president, Inter- 
Southern Life Insurance Company, 
Louisville, Ky., and Hillsman Taylor, 
president, Missouri State Life. 

The Inter-Southern Life owns 147,- 
900 shares of the Missouri State Life’s 
stock and is its largest single stock- 
holder. Through the purchase of the 
Inter-Southern Life the Keystone Hold- 
ing Company of Hammond, Ind., is 
entitled to four places on the Missouri 
State Life’s board. Ordinarily the 
block of 147,900 shares of 500,000 
shares of outstanding stock, or 29.4 
per cent, would effect working control 
of the Missouri State Life but since 
the crash of Caldwell & Company the 
affairs of the St. Louis insurance com- 
pany have been in the hands of the St. 
Louis members of its board of direc- 
tors. 
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The Convention Year Book—Life 
The 1930 edition of The Convention 
Year Book, which presents the latest 
life insurance sales talks, field experi- 
ences, thought and instruction derived 
from convention addresses during the 
year, has been issued by The Conven- 
tion Year Book Co. The papers pre- 
pared by over 50 speakers at life insur- 
ance gatherings in 1930 include some 
by the most eminent men in the busi- 
ness, and contain most interesting and 
valuable facts and ideas which should 
be productive of profit to any life in- 
surance salesman, or those otherwise 
engaged in the business. This compila- 
tion of addresses contains over 550 
pages and sells at $3.50 per copy. 














“What Shall 
I Say ?” 
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He has been interviewed by 
hundreds of agents. What 
have I to offer him that will 
be so different that my pros- 
pect will listen with interest? 


Security Mutual offers its 
representatives sales helps 
that not only pave the way 
for an interview, but hold the 
prospect’s interest and assist 
in closing the sale. 


Write J. A. S., 
Agency Dept. 


(SECURITY MUTUAL 
IF 





















E INSURANCE COMPANY 
Ll SY Binghamton, New York 
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We are prepared to offer un- 
usual opportunities to progressive 
Life Insurance men in Texas and 
Louisiana. 


+48 1+ 








































They are representative of America’s vast population. 
One, a rising young business or professional man; typi- 
cal of millions of executives, doctors, lawyers, engineers, 
teachers, and clerks, all serving society. The other, but 
one of millions in factory and shop, contributing to the 
good of the world with their hands. 

The needs and requirements of all classes in society 
are found in the unique full coverage contracts of the 
United Life providing Single, Double and Triple In- 
demnity life insurance; non-cancellable, non-proratable 
accident insurance; waiver of premiums; and monthly 
income for permanent and total disability—all in one 
contract. These policy contracts protect the - insured 
while he lives; protect the future of his loved ones when 
he is gone; pay off the mortgage on the home; pay for 
the education of the children; provide for comfort and 
security in old age. 

Every home should own one or more of these life in- 
surance policies. Increase your earning capacity through 
the sale of this contract. Write 


EUGENE E. REED, Vice President 










For Contracts and Territory, Address 
R. B. COUSINS, JR., President 3 


SAN JACINTO LIFE 
INSURANCE COMPANY 


Beaumont, Texas 
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THE PAN-AMERICAN LIFE 
Extends to 
ALL LIFE UNDERWRITERS 
Best Wishes 
for 
A PROSPEROUS NEW YEAR! 
+> 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Viee-Pres. & Gen. Mor. 
TED M. SIMMONS 
Manager United States Agencies 


++ + 


ROCKFORD LIFE : Insurance in Force Over $190,000,000 
INSUR AN CE COMP ANY Assets over $27,000,000 






United Life and Accident Insurance 
Company 
United Life Building 
CONCORD, NEW-HAMPSHIRE 













Home Office: 
ROCKFORD, ILLINOIS 
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ALL DIXIE IS OUR FIELD 
WILMER L. MOORE, President 


1930 1940 


What will you do with these ten years? What you will 
get from em depends upon what you put into them, 
Are you marking time in a connection which is not 
just what you need? 

If you are contented, do not be disturbed. Our broad 
service to field men and to policyholders will offer just 
what your greater success requires. 


E. S. ALBRITTON 


Vice-President and Manager of Agencies 





For Direct Contract 
Write to 


















FRANCIS L. BROWN, 


President 















HOME OFFICE 
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| Life News Briefs] 


Appointed General Agent 


Dr. N. M. King, formerly acting 
collector of internal revenue for the 
district of Indiana, has been appointed 
a special agent for the Kansas City 
Life Insurance Company of° Kansas 
City, Mo. Dr. King has established 
offices at 1008, New City Trust Build- 
ing, Indianapolis. 


Triples Qualification Quota 

Ernest P. Mauk, manager of the 
Birmingham, Ala., office of Volunteer 
State Life, is one among 53 agents of 
the company who qualified for the trip 
to Havana beginning Jan. 2 by writ- 
ing $250,000 worth of insurance. Mr. 
Mauk went further and wrote $250,000 
for his wife and $250,000 for his child, 
making a total of $750,000 paid busi- 
ness during 1930. They will accompany 
him on his trip. 


North Texas Life Underwriters 

DALLAS, TEX., Dec. 22.—At the an- 
nual meeting of the North Texas As- 
sociation of Life Underwriters here 
H. K. Peebles was elected president to 
succeed Claude A. Hern. Other offic- 
ers for the year are: R. M. White, vice- 
president and Hazel Roberts, secretary- 
treasurer. The members of the execu- 
tive board are A. Gowdy, S. J. Hay, 
R. Priddy, P. A. Bywaters, C. A. Hern, 
O. Sam Cummings and J. C. McClure. 


Joins Home Office Force of 
Mutual Benefit Life 

William H. Beers, New York gen- 
eral agent for the Mutual Benefit Life, 
Newark, N. J., has been called to the 
home office of his company to join 
Agency Vice-president Oliver Thurman 
as special agency assistant. C. E. De- 
Long, a partner with Mr. Beers in the 
New York agency of Beers & DeLong, 
will continue as New York general 
agent alone and is planning a broad 
extension of activities in that city. No 
other changes will be made in the 
agency staff of the New York organi- 
zation. 


$55,000,000 Mortgage Loans 

Nearly $55,000,000 was invested by 
the New York Life Insurance Company 
in mortgage loans during the first 
eleven months of 1930. The loans were 
distributed throughout 35 States and 
the Dominion of Canada and were sub- 
divided as follows: 446 apartment house 
loans for $20,818,585, 203 . business 
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property loans for $19,654,205, and 
2279 residential loans for $14,371,261. 

Over $15,000,000 was loaned within 
Greater New York. 

The total outstanding mortgage loan 
investment of the company on Dec 1, 
amounted to 31,361 loans for $575,- 
707,224. 


Southwestern Life Agents 
Convene 
DALLAS, TEX., Dec. 22.—With more 
than 400 in attendance, the annual 
agency meeting of the Southwestern 
Life Insurance Company of this city 
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was held in Houston a few days ago. 
The convention extended over two days 
during which agency problems and 
company plans for the coming year 
were discused. 


Tom Vardell, president of the com- 
pany, and T. L. Bradford, chairman 
of the board, were among the speakers 
from the home office. It was pointed 
out at the convention that the company 
had grown in 26 years from a busi- 
ness of $1,000,000 in force to more 
than $280,000,000. John H. Harned of 
Dallas was elected president of the 
agents club for the next year. 




















more freely. 


FIRST, satisfy ycurself 
in your own mind that 
you have made proper 
provision for your fam- 
ily and for your own 
later years. 


OW 


SPEND and SAVE 


at the same time 


ONE of the paradoxical 
things about ownership of good life in- 


surance is that it enables a man to spend 





THEN, with a clear 
conscience you can 
spend the rest of your 
income as you go along 
and enjoy life to the 
utmost. 


SUFFICIENT 
LIFE INSURANCE 


NATIONAL LIFE INSURANCE DAY—JANUARY 21, 1931 


THE MIDLAND MUTUAL LIFE INS.CO. 
COLUMBUS, OHIO 
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NET RESULTS 


When the tumult and the shouting die, net 
results alone count. Figures of a huge volume 
of new business, when offset by the huge wast- 
age of lapses an 1 surrenders, are not a measure- | 




























ment of progress. Even as the piling up of new 
accounts of a bank, accompanied by equally 
heavy withdrawals or cessations, is not progress. 


A Great 
r 
Mid-Western 
Nor is the volume of new business added to out- 
standing risks in any year the right measure. 


¢ ¢ 
“What preventable percentage of business has [ t 
gone off the books?” is one of the acid tests. ns tution 
Twenty-five years ago figures of production 
were deflated by the substitution of paid-for in 


place of written. The present trend is to de- | 


flate gross production figures by the substitu- . 
tion of those of net results. Dedicated to unsur- 






























WM. A. LAW, President 


Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. p a S S eC d S eC rv i C eC i n 


J. V. E. Westfall, Vice-Pres. 

















The Penn Mutual Life Insurance Company ever ythi ng pertaining 
PHILADELPHIA 
Independence Square Founded 1847 tot h e b us { ness o f 

















Life Insurnace. 


















Germanic Fire Insurance Compang — 
of New York 
122 E. 42nd Street New York City 


NORMAN T. ROBERTSON, President 
STATEMENT, as of June 30, 1930 
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Farmers & Bankers Life 


ADMITTED ASSETS ...............++ Insurance Company 
SURPLUS TO POLICY HOLDERS. ..... 








H. K. LINDSLEY J. H. STEWART 
President Vice-President 


FRANK B. JACOBSHAGEN 
Secretary 


WICHITA, KANSAS 
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Boston Life Underwriters 
Hold Annual Meeting 


Harry H. Kay Succeeds George 
H. Tracy as President of Asso- 
ciation for 1931 


The Boston Life Underwriters’ As- 
sociation at its annual meeting in the 
Chamher of Commerce, Dec. 18, elected 
Harry H. Kay president for the en- 
suing year. Mr. Kay, who for several 
years has been the manager of the 
Metropolitan Life at Boston and for 
the past year has been second-vice- 
president of the Association, is held 
in great regard by the managers of 
the companies at large and also by his 
associates in the territory connected 
with the Boston office. He will be as- 
sisted in his administration by an able 
board, including Earl G. Manning, of 
the John Hancock, and James M. 
Woodhouse, Boston general agent of 
the Union Central, as vice-presidents; 

secretary-treasurer, Merle G. Summers, 
of the firm of Moore & Summers, gen- 
eral agents of the New England Mu- 
tual, who has served most efficiently 
on the legislative committee of the As- 
sociation, and Dorr Viele as executive- 
secretary. The, new chairman of the 




















executive committee is P. J. Craffey, 


likewise an agency staff official of the 
Metropolitan Life, being head of the 
Dorchester branch. 

Following the business meeting, a 
banquet was held at 6.30 at which 
retiring President George H. Tracy 
was presented with a beautiful gold 
watch as. a token of appreciation of 
his accomplishments for the Associa- 
tion during the past year, two of the 
most outstanding being the splendid 
increase in membership and the two- 
day seminar which was held this 
month. A special feature of the din- 
ner was Billy B. Van, a former co- 
median of the American stage, who 
entertained the members, their wives 
and friends, with a talk on “Selling 
New England Sunshine.” Musical se- 
lections were given by Walter Sherriff, 
boy soprano. 


Conn. Mutual Consolidates 
Agencies 

The Connecticut Mutual Life Insur- 
ance Company of Hartford has de- 
cided to discontinue the general agency 
in the sity of Waterloo, Iowa, and be- 
ginning Jan. 1 the business in that 
territory will be handled from the 
agencies at Davenport or Des Moines. 

This action by the company follows 
the resignation of Don D. Miller as 
general agent who desires to join the 
Grand Rapids Agency of that company 
and work along agency development 
lines. 
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Common 


Wealth 


What's in a name? 


HOSPITAL INSURES BABIES 


Dr. Thomas W. Leavitt, foun- 
der and proprietor of the Maple- 
wood Hospital, Malden, Mass., 
announced the past week that 
every baby brought into the world 
in his hospital henceforth would 
be insured for $1,000 by a 25- 
year endowment policy, on which 
the hospital would pay the first 
premium, covering the first six 
months of the infant’s life. The 
insurance is placed with the 
Bankers National Life of New 
Jersey. 


Well, ours gives the 
whole spirit of the or- 


ganization. 


Wealth — because 
our business is 
sound and profita- 
ble; Common be- 

















“The Spirit of Life Under- 

writing” 

“The Spirit of Life Underwriting,” 
by Walter Cluff, supervisor of the de- 
partment of instruction of the Kansas 
City Insurance Company, has _ been 
published by the Insurance Field. 
Mr. Cluff is also the author of “Life 
Underwriting Efficiency,” and both 
were issued in book form after being 
run as serials in the Insurance Field. 
The second volume is expected to du- 
plicate the fine record of “Life Under- 
writing Efficiency,” two editions of 
which have been eagerly accepted by 
company officials and producing agents 
everywhere. 

The Spirit of Life Underwriting is 
2, continuation of the first book in that 
it was a specific course in the techni- 
calities of life insurance selling, while 
the second is an excellent discussion 
of the principles and the intangible 
values which give success to life under- 
writers. 


cause the activities, 


interests and re- 
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home office 
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agents are 







one. The re- 
sult is Com- 


mon Wealth. 
Cordial Co-opera- 



















AS WE SERVE 
WE PROGRESS 


tion is our key- 


note. The helpful, in- 
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Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 
Two Billions 


home office which 











means success for our 









agénts. 











1930 











Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 


Organized 1851 


COMMONWEALTH 
LIFE INSURANCE C0. 
LOUISVILLE, KY. 


Life Insurance 












































BASSETT, President 
A. H. HASSINGER, Vice-President 


FIREMEN’S INSURANCE COMPANY 


ASSETS 
‘$60,811,870 


LIABILITIES 
$14,495,225 


LOYALTY .GROUP 


JANUARY 1, 1930 STATEMENTS 





WELLS T. BASSETT, Vice-President 


OF NEWARK, NEW JERSEY 
CAPITAL 


$18,777,000 


ARCH.BALD 


NET SURPLUS 





JOHN KAY, Vintratins ent Treasurer 
«BALD KEMP, 2d 


Vice-President 


SURPLUS 
POLICYHOLDERS 





$27,539,645 





ae 6 ee President 
THE GIRARD F. & M. INSURANCE CO. 


NEAL BASSETT, Chairman of Board 
WELLS T. BASSETT, Vice-President 


$46,316,645 


JOHN KAY, Vice-President 
ARCHIBALD KEMP, 2d Vice-Pres’t 








$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 
MEAL RTL HASSINGED: Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD ‘KEMP n2d Vice Pret 
MECHANICS INSURANCE Co. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 
NEAL j'H. HASSINGER. Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD WEMiP oa View Prest 
NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 





NEAL BASSETT, 
PD HASSINGER: Vice-President 


SUPERIOR FIRE INSURANCE CO. 


$ 5,073,876 


$ 3,061,200 


WELLS T. BASSETT, ‘Vice-President 


$ 1,000,000 


JOHN KAY, Vice-President 


ARCHIBALD KEMP, 2d Vice-Pres’t 


$ 1,012,676 





we ona casi 
A. Vice-President 


$ 5,564,987 


CHARLES L. JACKMAN, Presiden 


JOHN KAY, ViewPoint A. rar HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD 


ARCHIBALD 
CONCORDIA FIRE INSURANCE Co. 


$ 3,078,063 


NEAL BASSETT, Chairman of Beard 
WELLS T. BASSETT, Vice-President 


$ 1,000,000 


$ 1,486,923 





CAPITAL FIRE INSURANCE CO. 





OHN KAY, Vice-President 
° 


$ 2,012,676 


2d Vice-Pres’t ‘ 


$ 2,486,923 


NEAL BASSETT, Vice-President 
KEMP, 2d V 


Vice-Pres’t 


$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 
CHAS. H. YUN: President i raping abn tenapen apache JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘Vice-Pres’t 
MILWAUKEE MECHANICS’ INSURANCE CO, 
$13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 


dé. see ROWE, 
J. C. HEY: r 


METROPOLITAN CASUALTY INSURANCE CO. 


$14,945,383 





Vice-President 


$10,320,195 


NEAL BASSETT, Chairman ef Board 
Vica-President EARL R. HUNT, Vice-President WM. P. Mwag bho a Rae sy 8. x. McCLURE, Vice-President 
Vice-President 


A. H. HASSINGER, Vice-Presiden' 


& 1,500,000 


WELLS T. BASSETT, 


$ 3,125,187 





NEAL BASSETT, Chairman of Board 


WM. BURTON, Vice-President 


$ 4,625,187 


© NEV EPELGERSBAN, Vice-President wens 7. sages AEs ose 
| COMMERCIAL CASUALTY INSURANCE CO. | 
$14,741,017. $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


“WESTERN DEPARTMENT EASTERN DEPARTMENT 








TOTAL NET PREMIUMS 





$49,400,938 





844 Rush Street, Chicago, IIL 


H. A. CLARK, Manager 
Ase’t Managers 


H.R. M. SMITH 


10 Park Place 
Newark, New Jersey 


CANADIAN DEPARTMENT 


461-467 Bay St., Toronto, Canada 









PACIFIC DEPARTMENT 


San Francisco, California 
60 Sansome Street 


W. W. & E. G. POTTER, Managers’ 
Ass’t Managers 
JOHN R. COONEY CHAS. H. GATCHEL 








JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers 
LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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“INSURANCE 





Weekly Premium Co. 
in Fire Field 





Western and Southern Life 
Forms Industrial Fire 
Insurance Carrier 





Specialize on Homeowners 





Fraternity Will Be Interested 
in Watching Industrial 
Methods Applied 


The weekly premium idea, developed - 


to great heights by the idustrial life 
insurance companies of this country, 
will shortly be introduced to the fire 
insurance field with the formation of 
the Western and Southern Fire Insur- 
ance Company of Cincinnati, Ohio. 
The company has been organized by 
the financial interests in charge of the 
Western and Southern Life Insurance 
Company, one of the largest industrial 
life insurance writers in the United 
States. 

Fire insurance men will watch with 
interest the application of the indus- 
trial technique to the property insur- 
ance field. The Western and Southern 
Fire Insurance Company will special- 
ize in writing fire insurance among the 
working or industrial classes. By fur- 
nishing insurance at reasonable rates 
and allowing premiums to be paid by 
the week, if desired, the company be- 
lieves it can enable every family to 
insure whatever property it owns. The 
Western and Southern Life has, of 
course, a large field force, and this 
plant is expected to play an important 
part in the development of the fire 
company’s business. 

The Western and Southern group 
now has a basis for a strong multiple- 
line carrier as it controls the Ameri- 
can Liability and Surety Company. 

The fire company will start with a 
capital of $250,000 and a surplus of 
like amount. Early operations will be 
limited to the States of Ohio, Indiana, 
Kentucky, West Virginia, Illinois, 
Michigan, Missouri and Pennsylvania. 
Eventually, it is hoped to put the com- 
pany in every State in the Union. 

The officers of the Western and 
Southern Fire are as follows: President, 
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The Pennsylvania 
Commissionership 


PHILADELPHIA, Dec. 22.—Gov- 
ernor-elect Pinchot is expected to 
name the new insurance commis- 
sioner of Pennsylvania before the 
end of this week. It is reported 
from reliable sources that the 
post will be offered to James 
Malone, an agent of the Reliance 
Life Insurance Company who has 
been prominent in Pittsburgh 
politics and was a supporter of 
Mr. Pinchot in the recent cam- 
paign. In the event Mr. Malone 
declines the appointment, it is 
said that either Einar Barford, 
former commissioner under Gov- 
ernor Pinchot’s previous adminis- 
tration, or Richard J. Beamish, 
Philadelphia newspaperman, will 
get the call. 











V. Kurbyweit to Manage Am- 
erica Fore’s Philadelphia Office 

Ernest Sturm, chairman of the 
boards of the Continental and other 
companies comprising the “America 
Fore” group has announced some im- 
portant changes in the personnel of the 
Philadelphia Department office, chief 
of which is the appointment of Victor 
Kurbyweit as manager. He has been 
an engineer and special agent for the 
group for the past seven years. 

C. Harry Smith and A. L. Reed will 
be associate managers of the office 
which will continue to be in the charac- 
ter of a service office and not a branch, 
or counter, office. Robert W. Martin 
will continue as a special agent work- 
ing out of this office. 





Charles F. Williams; vice-president and 
counsel, Clyde P. Johnson; vice-presi- 
dents, Richard A. Ryan, John F. Ruehl- 
mann; vice-president and general man- 
ager, William C. Safford; actuary, S. 
E. Stilwell; treasurer, C. C. Stayman; 
secretary, I. E. Sanford. 

The directors are: C. F. Williams, 
Clyde P. Johnson, R. A. Ryan, A. L. 
Vorys, W. H. Leuders, F. C. Williams, 
E. S. Runnells, S. E. Stilwell, J. F. 
Ruehlmann, J. D. McCracken and W. 
C. Stafford. 


Expect Appeal in Flat 
Commission Case 





Texas Commissioners Will 
Probably Take Case to 
Supreme Court 





Situation in Status Quo 





Possibility of Commissioners 
Gaining Through Recourse 
to 1931 Legislature . 


DALLAS, TEX., Dec. 23.—It is under- 
stood in insurance circles here that the 
State board of insurance commissioners 
will appeal on a writ of error, the deci- 
sion of the appellate court in the case 
of the Commercial Standard Insurance 
company of Dallas vs. the board. The 
decision of the appellate court last week 
knocked out the flat commission order 
of the board issued effective May 1, 
1929, holding that the order was invalid 
and a usurpation of power. 

The board, it is understood, plans to 
take the fight to the Supreme Court. 
In that event a final decision may not 
be rendered before March. 

Meantime, the Commercial Standard 
Insurance Company and the three other 
Dallas companies contesting the order 
of the commission fixing the maximum 
commissions to be paid local agents of 
fire insurance companies in Texas at 
20 per cent of the normal premium 
rates, will continue paying “excess” 
commissions if they choose. The Texas 
laws provide that companies contesting 
rate or commission rulings of the board 
may continue paying old schedules un- 
til the suits are finally settled on their 
own merits. The other companies doing 
business in the State, must continue 
abiding by the flat order ruling until 
the case is decided by the supreme 
court, if the matter is taken to that 
tribunal. 

So far as can be learned at this time 
the entire commission muddle is in 


status quo. 
There is a report in insurance circles 


to the effect that a bill is now being 
drafted to be presented at the coming 
session of the legislature in January, 
giving the State board of insurance 
commissioners. the power to regulate 
the commissions paid agents. 


Fire Insurance 
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EAVESDROPPING on the 


do about it.) 


“Every year the second of January brings 
numerous Claims to the inland marine depart- 
ments of fire insurance companies. They are 
the result of losses sustained during the holi- 
day season. Everybody enjoys himself, but 
some people, when the excitement is over, find 
that many things are missing. As a result com- 
panies receive a batch of claims. 


“Of course a number of recoveries will be 


made, but in any event these 
losses are very worrisome, to say 
the least. 


“It seems that most people 
wear all their finery, whether an 
occasion calls for it or not. 


“Why do not more agents edu- 
cate their clients to realize that 
numerous losses cause rates to 
increase and that carefulness 
would be more profitable? It 
would result not only in lower 
insurance costs but in less loss 
of property. 


“When an assured loses a 
piece of jewelry he suffers a loss, 
even though the company pays 
him. Most frequently it is senti- 
mental, often it is monetary, but 
a loss nevertheless, to him as well 
as the company. 


92 William Street 


(He tells the adjuster what the second 
of January brings and what agents can 


Inland Marine Underwriter 


“The assured who loses a fur coat while out, 
perhaps at a night club, finds after the loss is 
adjusted and settled that it will cost more 





money for a new coat than she will receive 


from the company. This, of course, is due to 
depreciation. 


“Many bracelets of great value are lost dur- 
ing the holiday season. Women feel that they 
must wear them even while shopping, when 
they are pushing their way through crowds 
like a fullback smashing the opposing line. 


Bracelets are then bound to loosen and fall 





AMERICAN EQuiITABLE ASSURANCE 
CoMPpany OF NEW YorRK 
Capital, $2,000,000.00 





Bronx Fire INSURANCE COMPANY 
OF THE City oF NEW YorkK 
Capital, $1,000,000.00 





BROOKLYN FirRE INSURANCE COMPANY 
Capital, $1,000,000.00 





GLose INSURANCE COMPANY 
OF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1862) 
Capital, $1,000,000.00 


INDEPENDENCE FIRE INSURANCE 
CoMPANY 
Philadelphia, Pa. 
Capital, $1,000,000.00 


INDEPENDENCE INDEMNITY COMPANY 
Philadelphia, Pa. 
Capital, 1,250,000.00 


KNICKERBOCKER INSURANCE COMPANY 
oF NEw YORK 
Capital, $1,000,000.00 





MERCHANTS -AND MANUFACTURERS 
FirE INSURANCE COMPANY 
Newark, N. J. 
(Chartered 1849) 
Capital, $1,000,000.00 


New York Fire INsuraANCE COMPANY 
(Incorporated 1832) 
Capital, $1,000,000.00 


REPUBLIC FIRE INSURANCE COMPANY 
oF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1871) 
Capital, $1,000,000.00 








CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 





from their wrists. 


“Stones in rings are pulled out 
of their settings by constant 
catching on other people’s cloth- 
ing during the shopping rush. 


“Brooches and bar pins loosen 
or catch on clothing and are lost. 


“Burglars and hold-up men 
make big hauls during the pres- 
ent season. Homes are left unoc- 
cupied during shopping hours. 
Therefore women take or wear 
all their jewelry and are too 
often the victims of pickpockets 
and hold-up men. 


“People must be educated to 
the fact that during the month 
of December their valuables 
should remain in safe deposit 
boxes.” 








New York, N. Y. 
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Missouri Case Suffers 
Bad Hangover 





Refund Problems No Less 
Complicated Than Original 
Reduction Suit 





New Suit Possible 





Refusal of Court to Appoint 
Administrator Leaves Depart- 
ment Out of Picture 


While the Missouri Insurance Depart- 
ment has not finally determined its 
future actions to compel the stock fire 
insurance companies to make full resti- 
tution of the excess fire, hail, lightning 
and windstorm insurance rates charged 
from Nov. 15, 1922, to Aug. 1, 1929, in 
violation of former Superintendent of 
Insurance Ben C. Hyde’s 10 per cent 
reduction order, which has been sus- 
tained by both the State and Federal 
courts of last resort, it is probable that 
some legal steps will be taken by the 
department to enforce payment of all 
refund claims. 

The Missouri Supreme Court recently 
ruled that its jurisdiction in the Hyde 
rate reduction case ceased with the 
termination of the April, 1926, term of 
court, at which the reduction order was 
finally sustained by the court, declining 
to appoint a special commissioner to 
administer the payment of the refunds, 
but it did not close the legal door for 
redress to policyholders who are en- 
titled to refunds under the Hyde order. 

Since the decision of the Supreme 
Court against the application of Super- 
intendent Thompson and Attorney Gen- 
eral Stratton Shartel for the appoint- 
ment of a special commission or com- 
missioners to handle the refunds for 
the court, there have been several con- 
ferences between the attorneys for the 
Insurance Department with Superin- 
tendent Thompson and other officials 
of the department to determine what 
will be the next legal step of the State 
in the Hyde rate case. The advis- 
ability of filing an entirely new suit in 
the name of the superintendent on be- 
half of the State and the insurance 
policyholders may be the step finally 
taken. This move has been discussed. 

Before the companies had exhausted 
the last possible legal moves in com- 
bating the Hyde order, a total of 
$14,000,000 in excess premiums had ac- 
cumulated. In the final stages of the 
fight a partial repayment was made on 
premiums collected between Feb. 1, 
1928, and Aug. 1, 1929, and a recent 
statement submitted to the Missouri 
Insurance Department showed that 
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$2,840,000 had -been refunded for that 
period by the 215 companies affected. 

While attorneys for the Missouri In- 
surance Department in the Hyde rate 
case in their efforts to obtain addi- 
tional fees for their work in carrying 
the order through to a successful con- 
clusion estimated that about $3,000,000 
probably would never be paid back to 
the policyholders through the inability 
of the companies to locate those en- 
titled to refund payments, it is be- 
lieved that this total is greatly in ex- 
cess of any possible surplus of refund 
moneys. It is known that practically 
all of the companies have made refunds 
to the greater portion of their policy- 
holders. 
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North British & Mercantile 
Represents LaSalle 


The North British & Mercantile In- 
surance company has been appointed 
manager of the Eastern department of 
the LaSalle Fire Insurance Company 
of New Orleans, effective Jan. 1. 

From the first of the year all agents 
of the LaSalle Fire in New England, 
New York, New Jersey and Pennsyl- 
vania will report to the North British 
& Mercantile at 150 William Street, 
New York City, where the underwrit- 
ing and handling of losses will be sup- 
ervised. The Bankers and Merchants 
Insurance Company, an affiliate, has 
been represented in New York by the 
North British for several years. 
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CONTRE LINCENDIE 
FOUNDED 1836 


Urbaine Fire 
Insurance Co. 


Paris, France 


Now is the time to review the 
business on your books for course of 
action in the coming year. 


Are you adequately protected by 
your reinsurance arrangements? 


This company transacts a Fire Re- 
insurance business only. 
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CONSERVATIVE 
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Liberty Insurance Co: Will 
Adjust Securities 


Dayton Company, Recently Ac- 
quired by Darby Day, Agrees to 
Judge Younger’s Proposals 


Chicago, Dec. 22.—Immediate sub- 
stitution of securities acceptable to the 
Ohio Insurance Department for securi- 
ties now in the portfolio of the Liberty 
Insurance Company of Dayton will be 
made in compliance with a demand of 
Cc. S. Younger, superintendent of in- 
surance, it was announced by Darby 
A. Day, president of the Liberty. 

Mr. Day was elected president re- 
cently, following the acquisition of the 
Liberty by the Darby Day Investment 
Corporation for the account of the Chi- 
cago Fidelity & Casualty. Mr. Day 
declared that in a conference with Mr. 
Younger last week relative to an in- 
crease in the capital of the Liberty the 
matter of the company’s securities was 
brought up and that it was agreed then 
that acceptable securities would be 
placed. Mr. Younger had been quoted 
as saying that Mr. Day and associates 
had switched securities of the Liberty. 

In reply to this, Mr. Day declared 
that same Federal bank bonds and 
some joint stock land bank bonds, as 
well as some Philippine Islands bonds, 
had been sold because of the present 
market condition, and that some real 
estate mortgage bonds had been placed 
in their stead. Securities valued at 
approximately $380,000 are involved. 

Mr. Day was at a loss to understand 
why publicity to the matter had been 
given out by Mr. Younger, considering 
the fact that agreement had been 
reached to put up securities acceptable 
to the insurance department. J. B. 
McCutchan, treasurer of the Darby Day 
Investiment Corporation, went to Co- 
lumbus early this week. 


Petition Bankruptcy for Erhardt, 
Wolf Bros. & Collins 


A petition in bankruptcy has been 
filed in the United States District Court 
in Chicago by creditors of the Chicago 
insurance agency of Erhardt, Wolf 
Brothers and Collins, class one gen- 
eral agents. The petition was filed last 
week by Howard D. Moses of the law 
firm of Schuyler, Dunbar and Wein- 
feld, for the Safeguard Insurance Com- 
pany. The agency’s affairs became in- 
volved in November and its operation 
was placed in charge of Mr. Moses as 
trustee. The Standard Federal Fire 
refused to enter the trustee agree- 
ment and the bankruptcy petition be- 
came necessary. 

When the trusteeship went into 
effect the agency owned about $80,000 
and had approximately $70,000 in 
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Globe of America Merger 
Approved 


The merger between Globe Insurance 
Company of America, Pittsburgh, Pa., 
and Sylvania Insurance Company, 
Philadelphia, Pa., which was approved 
by the stockholders of said companies 
held in Philadelphia and Pittsburgh on 
‘Dec. 1 and 2, has received letters pat- 
ent from the governor of the Common- 
wealth of Pennsylvania, thus complet- 
ing the final details of the merger, 
which became effective Dec. 15. 

The company will operate under the 
name of Globe Insurance Company of 
America and its home office will be lo- 
cated at 300 Walnut Street, Philadel- 
phia, Pa. The Pittsburgh and New 
York offices of the company will con- 
tinue as heretofore. The business of 
the company in Allegheny County will 
continue to be reported to the Pitts- 
burgh office and all business located 
outside of said territory will be re- 
ported to the New York office, 92 Wil- 
liam Street, New York. Agents will 
be notified in due course of the date on 
which the change will become effective, 
and in the meantime they will con- 
tinue to report as heretofore. 

The company is under the manage- 
ment of Corroon & Reynolds, Inc., and 
the following officers have been elected: 
R. A. Corroon, president; Charles S. 
Wesley, vice-president and treasurer; 
E. M. Harris, C. H. E. Succop, N. A. 
Weed, W. J. Reynolds, E. S. Inglis, 
John A. Campbell, J. R. Barry and W. 
H. Thrall, vice-presidents; C. C. Henry 
and J. A. McGowan, secretaries; H. V. 
MacDonald, assistant secretary and as- 
sistant treasurer; W. C. Unverzagt, S. 
E. Adams, G. W. Hallenbeck, A. E. 
Hostin, P. H. McDonald, H. Spillo, R. 
R. Wilde, R. J. Kastner and H. J. Thom- 
son, assistant secretaries. 

Final figures of the examination by 
the Pennsylvania Insurance Depart- 
ment have not been completed. The 
capital of the company is $1,000,000, 
and it is estimated that the surplus at 
the date of merger will exceed $2,000,- 
000 and assets $6,000,000. 





premiums uncollected. It owed the 
Union Bank of Chicago, $7,500; the 
National Life of the U. S. A., $3,000 
and the Insurance Exchange Building, 
$3,000. The principal company credi- 
tors on Nov. 15 are the following with 
amounts: New Century Casualty, 
$1,120; Aetna Fire, $9,121; Federal 
Surety, $24,403; Universal $12,368; 
Homeland, $8,721; Knickerboker, $2,- 
544; Ohio Casualty, $1,005; Safeguard, 
$4,256; and Standard Federal Fire, 
$5,112. Some of these amounts have 
been reduced by cancellation. Exces- 
sive overhead expenses are given as the 
cause for the failure. 











Michigan Commissionership 
Under Discussion 





Life Insurance Interests Said to 
Favor Life Man in Place of 
Charles D. Livingston 


Lansing, Mich., Dec. 23.—Commis- 
sioner Charles D. Livingston, who, 
during his four-year administration 
has been extremely popular in insur- 
ance circles throughout the country 
and especially conspicuous in fire in- 
surance activities, may have some op- 
position in retaining his position after 
the first of the year, it is reported here. 
While Commissioner Livingston’s ré- 
gime has been markedly popular,: life 
insurance interests feel that because of 
the $2,000,000 annual tax revenue 
gained from life insurance business in 
Michigan, and because of intensive life 
insurance production plans during 
1931, a man thoroughly versed and ex- 
perienced in life insurance problems 
should be at the State insurance helm. 

Students of politics, however, feel 
that the movement to replace Commis- 
sioner Livingston is somewhat belated 
because of the fact that Governor-elect 
Brucker is said to have definitely as- 
sured the commissioner of his desire 
to retain him in office for another term. 
Mr. Brucker before he was elected gov- 
ernor was Michigan’s attorney general, 
and in this capacity he was in close 
contact with Mr. Livingston. 









Winpire State 
Fnsurance Company,” 
of Wonrtown, 1B. 


AGAIN 


Once more it’s annual 
inventory period, or time 
to check running inven- 
tories before closing the 
year’s books. That 
makes this an ideal sea- 
son to check your clients’ 
policies to see that they 
cover adequately the 
complete value of the 
plants involved. 


| Agricultaral 


of Watertown, RY. : 
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Line Up Farm Liabilities 
with Current Values 





Underwriters See Moral Hazard 
in Fire Coverage on 1920 
Farm Valuations 


CHICAGO, Dec. 22.—A concerted effort 
on the part of the fire insurance com- 
panies to bring their farm underwrit- 
ing liabilities into line with current 
farm values, is in prospect here, ac- 
cording to reports from prominent farm 
underwriters. In this way the com- 
panies hope to bring their farm un- 
derwriting experience into line with 
other lines of the companies, the ex- 
perience in the past several years hav- 
ing been very unfavorable. 

They point out that prior to 1920 
there was considerable inflation of farm 
land values and that values of farm 
buildings increased accordingly. Since 
that time farm land values have been 
reduced 50 per cent or more, but there 
has been an apparent effort on the part 
of some agents and policyholders to 
keep the building values up to. the 1920 
level. This has created a condition 
where the moral hazard has been in- 
creased, and the insurance companies 
have underwritten excessive values. 

The matter was brought into dis- 
cussion by a letter sent by one company 
to its farm agents notifying them that 
it would review its policy liabilities on 
all contracts written prior to Jan. 1, 
1929. However other underwriters say 
that there has been an excess of value 
underwritten during the past two 
years, and they are disposed to review 
their liabilities on all farm policies, 
and reduce the liability wherever it is 
apparent that the risk of the company 
is excessive. 

The matter also is to receive the at- 
tention of the Farm Association at its 
annual meeting in January, an@ it is 
probable that a statement on the mat- 
ter will be issued in the near future, 
according to I. D. Goss, president. 


Alabama Agents Want Frank 


Julian as Commissioner 


BIRMINGHAM, ALA., Dec. 23.—Frank 
N. Julian has been recommended by 
the Alabama Association of Insurance 
Agents to Governor-Elect B. M. Miller 
for appointment to the post of State 
superintendent of insurance. Dr. 
Sterling Foster, veteran life insurance 
agency manager of Birmingham, and 
H. Blair Thompson, former president 
of the Birmingham Fire and Casualty 
Insurance Exchange, were recom- 
mended as alternates. 

The governor did not indicate his 
action in the matter pending his tak- 
ing office in January. 
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American Equitable-Guardian 
Merger Approved 


Stockholders of American Equitable 
Assurance Company of New York and 
Guardian Fire Assurance Corporation 
of New York at meetings held Dec. 18 
approved merger under the plan recom- 
mended by directors of both companies. 
Upon approval of the merger agree- 
ment by the Superintendent of Insur- 


* ance of the State of New York, the 


merger will become effective. 

The consolidated company will oper- 
ate as American Equitable Assurance 
Company of New York. The reinsurance 
treaty business of the Guardian, here- 
tofore conducted from its office, 76 
William Street, New York, will be con- 
tinued at that address under the man- 
agement of Robert Van Iderstine and 
H. Ernest Feer, Corroon & Reynolds, 
Inc., will continue the management of 
the direct writing operations of the 
consolidated company. 

Capital of the consolidated company 
is $2,000,000. 
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Pacific Board Modifies Five- 
Year Term Rule 





Expect That Agents Will Be 
Offered New Rule of Three 
Years for Two Years’ 
Premium 


It is understood in San Francisco 
that the proposed five year term rule 
brought forth recently by the Board of 
Fire Underwriters of the Pacific, has 
been modified and that a new rule of 
three years for two years’ premium will 
shortly be forthcoming from the Board 
for consideration by the agents. 

The opposition of the agents through- 
out the State as expressed through the 
medium of the California Association 
of Insurance Agents, was the reason 
for the Board’s action, it is said. 

Present indications are that the 
agents are favorably inclined to the 
new rule under certain conditions which 
have not been announced as yet. 








New Jersey News and Gossip 


IFFERENT agents have different 
D ideas about reporting their pre- 
mium receipts in the semi-annual state- 
ment relating to the 2 per cent tax 
levied, under New Jersey statutes, for 
the benefit of firemen’s relief associa- 
tions. Some actually make a point of 
diligently searching for localities 
equipped with fire departments—paid 
or volunteer—and others again simply 
await the receipt of statement blanks 
before taking action. 

The Midland Park Fire Company, 
however, has adopted a rather novel 
but effective method of getting at the 
delinquents. 

At a meeting last week of the fire 
company, plans were made to inaugu- 
rate a survey of the borough for the 
purpose of locating, if possible, all 
agents who write fire insurance on 
properties located therein, but who do 
not contribute to the 2 per cent fund. 

Cards were given to the members for 
distribution to residents of the two, 
who, in turn, will be asked to send them 
to John Cronk, secretary of the Relief 
Association, giving the name or names 
of their insurance agents. 

* * * 

Upon a ruling of the State Depart- 
ment of Labor, the New Jersey Golf 
Association has advised its eighty affili- 
ated clubs to take out employees’ com- 
pensation insurance as a protection 
against injuries to caddies. 

Formerly, the caddies have been re- 
garded by the clubs as employees of 
the players. This will probably result 
in considerable activity in compensa- 
tion insurance. 


At various times during the past two 
or three years, attention has been 
focussed on the proposals of the 
Regional Plan of New York and En- 
virons, relating to the reclamation of 
the Hackensack meadows. 

This major project is being steadily 
pushed. At a meeting held on the 18th 
inst. in the rooms of the Essex Club, 
Newark, N. J., Senator Wolber’s com- 
mission for the reclamation of the 
Hackensack meadows received from the 
Bergen County Chamber of Commerce 
a suggestion that the problem be 
turned over to the Port of New York 
Authority. It is expected that this idea 
will be adopted. 

We are approaching the completion 
of the world’s longest suspension bridge. 
With its far-reaching possibilities, the 
added value of the great reclamation 
undertaking, together with the con- 
struction of the proposed tunnel be- 
tween 38th Street, Manhattan, and 
Weehawken, N. J., the combined bene- 
fits for northern New Jersey may be 
regarded as master achievements for 
the entire metropolitan district. 

Insurance and real estate agencies 
in Jersey City, Hoboken, Hackensack, 
and other prominent localities have 
not been idle. Already many plans are 
under way for entering a new field of 
industrial and_ residential develop- 
ment. The entire scheme is founded 
upon the belief that there exists a 
logical and economic necessity. If New 
York is to realize its great destiny, it 
must spread westward to the New Jer- 
sey side. 
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WHAT ABOUT 
Your PRorttTs? 


The proper and consistent development of fidelity and surety 
lines is concededly profitable to agents. 


This company is extraordinarily well qualified to assist and ser- 
vice agents in solving surety and fidelity problems. Practically all 
of its officers have themselves been agents and consequently ap- 
proach difficulties with a field viewpoint. 


General agency connections in fidelity and surety fines are still 
available in some territories. A letter from you will bring a prompt 


and personal reply. 


Equitable Casualty & Surety 
Company — 


JOHN L. MEE, President 
2 Lafayette Street New York City 
- | 


“Equitable in Practice as in Name” 
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How’s Your Ethics? 


An Essay Which Dissipates the Idea That 
the Agent Who Bests You in Above Board 
Competition May be Branded “Unethical” 


E are a nation of “headliners” 

V V and “slogans,” and the more ex- 

aggerated they are, the better 
we like them. Some years ago the 
popular slogan was “service,” until its 
constant use by so many people who 
do not understand its real spirit and 
who use the word merely as a catch 
phrase to attract customers, made it 
rather cheap. 

American-like, we have taken a per- 
fectly good word and exaggerated its 
meaning to such an extent that its ef- 
fectiveness is very much. diminished. 
I have seen the phrase “service guar- 
anteed” used by mediocre people who 
did not have the desire or ability to 
guarantee anything. Yet the two 
words were impressive and they be- 
lieved that by their use they could at- 
tract business, and they probably did 
—but not the durable kind. People 
are only fooled once by attractive 
catch words and_ if the promise they 
imply is not performed, few “repeat” 
orders can be expected. 


Local Boy Makes Good 


This is especially true in small com- 
munities where “repeat” orders and 
steady customers are the heart and 
soul of every business. You can get 
by after a fashion in a large metropo- 
lis with indifferent service and inferior 
goods because of the immense transient 
trade, but in a small community new 
customers are few and far apart. 

That is why so many men trained in 
the smaller cities make good when they 
arrive in New York. They usually 
have an all-round knowledge, expect to 
work hard and long, and know the im- 
portance of holding customers through 
first class service and courtesy. They 
may lack polish, but they do create a 
feeling of confidence and they please 
by their eagerness and friendliness. 
If you will look over the list of our 
first class company officials and brokers 
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By WILLIAM M. GoopWwIN 


you will find that a large number of 
them began their careers in small 
towns. 

When we boast of our service, we 
automatically set a standard for our- 
selves which we must live up to. We 
cannot advertise service and spend in- 
sufficient time and energy in attending 
to our customer’s affairs. We are not 
really serving when we waste our time 
and when we neglect to improve our 
knowledge of our business. 

We are not serving our customers 
nor our companies when we fail to 
analyze the hazards of the former and 
try to sell the coverage offered by the 
latter in order to indemnify against 
loss as a result of such conditions. We 
are not giving proper service when we 
fail to reduce the customer’s cost to 
the minimum through the elimination 
of hazards, nor when we fail to see 
that his coverage is broad and fitted to 
his needs. 

The real test of service comes when 
the loss occurs, and it is then, if ever, 
that the insurance salesman lives up to 
his slogan. 


Comparatively Pure 


The insurance business is generally 
free from exaggeration in advertising, 
and this is remarkable when one con- 
siders the blatant and brazen methods 
used. in most other businesses. One 
need only look over the pages of any 
magazine or newspaper to see exam- 
ples of the most glaring cases of ex- 
aggeration. The statements and claims 
made are often silly and ridiculous, 
and in many instances they insult the 
intelligence of the average reader. Ra- 
dio advertising is almost as bad, and it 
is hard to understand how it can pay, 
but undoubtedly it does. It seems that 
if you repeat any statement, no matter 
how flowery, frequently enough, it will 
make an impression and create a de- 
sire which leads to business. However, 


in view of the high grade entertain- 
ment provided by radio advertisers, 
this is easily forgiven. One thing cer- 
tain is that the insurance business is 
not likely to resort to such publicity 
methods and consequently we will ever 
be the despair of advertising experts 
who think that our business can be de- 
veloped like toilet preparations, ciga- 
rettes or breakfast foods. 

Real service means sacrifice and al- 
ways has and always will. So when 
you brag about your service, be pre- 
pared to back up your boast with all 
the power that is in you and then the 
people will learn to regard your name 
as synonymous with insurance service. 

You can forget to use a slogan to at- 
tract business, because your daily con- 
duct will speak louder than words. 

In more recent years we have been 
hearing much about ethi¢s. Every or- 
ganization has seen fit to draw up a 
code to be used’as a sort of Ten Com- 
mandments for its members. Too often 
such codes contain thinly veiled attacks 
directed against certain forms of com- 
petition, whether it be legitimate or 
not, and consequently it is selfish in mo- 
tive and intent. 

After all, the question of ethics is 
really very personal. A decent man 
does not have to subscribe to a code 
of ethics if he is conducting his busi- 
ness in accordance with the‘ old, old 
maxims, i.e., “Honesty is the best pol- 
icy,” “He profits most who serveth 
best” and “Do to others as you would 
have others do to you.” Can you think 
of any more all-embracing code of eth- 
ics than these? 

Most of our codes of ethics are noth- 
ing more or less than a statement of 
principles or rules. If the members of 
the organization putting out such docu- 
ments under the title of codes decide 
that this represents the terms and con- 
ditions under which they prefer to do 
business, then they are perfectly 
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within their rights, if, after subscribing 
to such articles, they do not violate 
them. However, there are too many 
business men who, having accepted 
such codes under which to conduct their 
business, seem to have the impression 
that any one not agreeing with them is 
entirely wrong and consequently un- 
ethical. This attitude is very wrong 
and unfair. 

Business is a contest in which every 
man is entitled to use all the brains 
and energy he possesses. Jut as long 
as a man is honest and does not violate 
his agreements, it is hard to call him 
unethical if he happens to write mu- 
tual, reciprocal, non-board or cut-rate 
insurance. We all believe that the well 
regulated stock company system is the 
best in the land for our public and our- 
selves, not because of its “ethics,” but 
because of its service and financial sta- 
bility. However, there are many who 
choose to make a living by selling in- 
surance for other classes of companies, 
and as long as they label their goods 
correctly they cannot be called uneth- 
ical. After all, the insurance sales- 
man’s first duty is to his customers, 
and when he subscribes to the rules of 
any organization that hinders his abil- 
ity, he is not true to his trust. There 
are many old established insurance 
agencies in this country that take the 
wrong attitude on this question. This 
is easily understood, for most of them 
have “arrived” and are on a safe and 
sound basis and are now on the defense 
against the younger, ambitious element 
who are striving to get ahead, and who 
are devoting their entire time to insur- 
ance. When this element has reached 
its goal they, too, will “reform” and 
become very “ethical,” for their battle 
is over, the fun is ended and there is 
nothing else left for them to do. In 
many instances the success of our old 
established agencies has been built on 
real estate and other activities and not 
on insurance alone. 

Whenever I hear an insurance agent 
squawking about a competitor’s “eth- 
ics,” I usually ask him what lines he 
has lost and how. I never knew a real, 
live, progressive agent who was not 
accused of unethical conduct at some 
stage of his career, but as long as the 
accusation comes from his competitors 
and not from his customers, he has lit- 
tle to worry about. The really pro- 
gressive insurance agent is too busy 
serving his public to be bothered with 
the ethics of his competitors. 

I know of many self-styled “ethical” 
insurance men who make a practice of 
demanding business for reciprocal rea- 
sons and for political favors or because 
they are connected with loan associa- 
tions or banks. I know of others who 
deliberately incur large debts and then 
suggest that the merchant take his bill 
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Bonding Bank Officials 


By W. W. SYMINGTON 
Vice President, U.S. Fidelity and Guaranty Company 


LIST of twenty-five banks in which 

embezzlements by the officials and 
employees had occurred, was recently 
made by the United States Fidelity & 
Guaranty Co. The aggregate embezzle- 
ments amounted to $19,198,000. The 
bonds of the defaulting officials and 
employees amounted to only $2,270,000. 
In some instances nearly all the assets 
of the banks were stolen and the stock- 
holders, after meeting the double 
liability of their stock, had to furnish 
additional cash in order that the banks 
might be reorganized. In one instance 
more than $4,000,000 was stolen, and 
there were five cases in which the em- 
bezzlement was more than $1,000,000. 
Bank presidents, cashiers, assistant 
cashiers, tellers, bookkeepers and or- 
dinary employees were represented 
among the embezzlers. In every in- 
stance the amount of the bond was a 
fraction of the amount stolen. 

The stockholders and depositors of 
the twenty-five banks lost $16,928,000 
on account of inadequate bond protec- 
tion. The old stocking offers at least 
this advantage that the owner is the 
custodian of his money. He does not 
turn it over to the care of a person or 
persons of whom in many instances he 
knows little or nothing, and upon 








out in insurance. There are many 
agents whose activities in fraternal, po- 
litical and religious circles are planned 
but for one purpose—to get business. 
Many agents not worthy of the name 
are quite active when school board or 
city insurance is to be given out and do 
not hesitate to advance their political 
influence as a reason for consideration. 
If you want to split hairs about ethics, 
how would you classify these people? 
If you call them unethical, you cover a 
lot of territory and tread on many toes. 

If we are honest with ourselves, 
there are very few of us who do not 
regret some action we have committed 
or omitted during our careers in the 
heat of battle and which were not 
strictly ethical. Men who are really 
ethical do not need to proclaim the 
fact, for their actions speak for them. 

Now, this article does not have a slo- 
gan, but it does suggest a moral. 

When we use the word “service,” let 
us think whether or not we desire and 
can live up to its real meaning. It’s 
too good a word to be abused. And 
when they ask you, “Ain’t you got no 
ethics?” the reply is, “No—I drive a 
Hudson.” 


whose honesty the safety of his money 
is wholly dependent. 

The glaring discrepancy between the 
bond protection and the defalcations in 
this list of banks is indicative of a 
widespread condition, which is only 
disclosed when an embezzlement takes 
place and, even then, the public rarely 
learns the inadequacy of the amount 
of the bond protection. 

The large amounts embezzled by of- 
ficers and employees show that the 
greatest hazard to which banks are 
exposed is not from without but from 
within. A hold-up bandit or a burglar 
steals the cash in sight. A dishonest 
officer or employee can steal day after 
day and so skillfully manipulate the 
records that the bank examiners often 
fail to discover the thefts until after 
they have reached staggering amounts. 

Notwithstanding the most modern 
mechanical contrivances for the protec- 
tion of banks and the most careful and 
frequent examination of the books, the 
security of the funds depends upon the 
honesty and faithfulness of the officers 
and employees. 

When a depositor places his money 
in a bank he does not entrust it to the 
care of an institution or a building. 
Four massive walls and an impregnable 
vault do not make a bank. It is the 
men behind the guns that make the 
bank. 

The safety of the bank rests not upon 
the financial resources but upon the of- 
cers and employees. It is simply a 
business precaution and the exercise of 
ordinary common sense for the direc- 
tors to bond their officers in proportion 
to the extent of their responsibility. 
This is a rule which the bank itself 
follows when it entrusts its funds to 
the care of a borrower. It demands 
security in proportion to the amount 
of the loan. But it provides in most 
instances for the protection of its de- 
positors and stockholders only nominal 
bonds for its officers, presuming upon 
their honesty. It is a poor rule that 
does not work both ways. 

A chain is no stronger than the 
weakest link. The weak link in banks 
is the inadequate bonds of its officers 
and employees. If banks wish to show 
that they are deserving of the claims 
for safety which they make, their di- 
rectors will have to provide adequate 
bond protection. Unless they do this 
they are remiss in their duties as 
trustees and are morally if not legally 
responsible for any losses due to em- 
bezzlements. 
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HOW’S BUSINESS? 


GOING TO BE NEXT MONTH ® 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc. 


BM insccnndinnes: ECONOMIC EX- 
PERTS—EDITORS OF BUSINESS 
PAPERS PUBLISHED BY THE 


United Business Publishers, Inc. 


— HERE PRESENT 


OPINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH 
OF JANUARY. GOVERNMENT AND 
OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS. THIS 
BOARD OF EXPERTS DEALS ONLY 
ITS OPINIONS 
ARE BASED ON CLOSE CONTACT 
WITH THE MORE THAN 400,000 
SUBSCRIBERS REACHED BY THEIR 
PUBLICATIONS IN FAR-FLUNG FIELDS 
OF RETAILING AND INDUSTRY. 


WITH THE FUTURE, 


COMBINED 


The consensus of opinion seems to be that we have 
touched bottom by rolling our wheels along it rather 
than with a decided thud, and that we are again 
gathering momentum. Whether we return to Better 
air or afoot, the return will apparently 


BUSINESS FORECAST FOR NEXT MONTH 


Business by 


THE COURSE OF 


Confidence begins to replace fear and indecisicn. 
Business sentiment grows more favorable. 


Those two great muscles, steel and copper, that 
parallel and aid in the support of the business back- 
bone, have increased in strength. 
soiled financial linen has been laundered and, while 
locally a little unsteadying, has not precipitated a 
further general liquidation of stocks. 


The automotive industry stretches a cordial hand to 
increased buying by way of the automobile shows, 
and the great merchandising channels find their 
inventories exceptionally low. 


More of our 
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be steady and well tempered. The nausea cf the 


long fall will counsel prudence in the upturn. 


concerted action. 


The United Business Publishers, Inc., feel that the 
course of improvement is best personified by the 
cadence of marching shoulder to shoulder. The 
greater interdependence of the present calls for such 


Consequently, we have offered to business the ring- 
ing phrase, ‘1931 AMERICA—FORWARD MARCH,” 


in the belief that business confidence will be further 
strengthened, and an impulse given to a forward 
movement. With this phrase as a banner, we pro- 


pose to give direction and stimulus in the fields 


American homes. 


which we serve, and to carry this slogan into 250,000 
industrial and merchandising establishments, and 
through our consumer magazines into over 1,000,000 


“1931 AMERICA—FORWARD MARCH” 





BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


COMMENTS 





AUTOMOTIVE 


Anticipated increase of 
40% in Jan. over Dec., 
with decrease of about 
30% from Jan. ’30 on pas- 
senger cars. Trucks 35% 
and 10% respectively. 


Passenger cars_ slightly 
higher—trucks about the 
same in Jan. as in Dec. 
Trucks slightly less, and 
Passenger cars quarter 
million less than Jan. ’30. 


Passenger cars about the 
same, trucks slower in 
Jan. than in Dec. Pas- 
senger cars somewhat 
slower and trucks slight- 
ly improved over Jan. 
"30. 


Passenger car field grows 
more optimistic, and, as 
money loosens up, truck 
field will improve. 











DEPARTMENT 
STORES 


Normal seasonal decrease 
of 50% to 55% from Dec. 
About equal to Jan. ’30. 


Normal reduction follow- 
ing holiday selling, and 
about 10% lower than 
Jan. ’30. 


On a par with recent 
months. 


The tendency toward ex- 
penditure in usable mer- 
chandise will continue 
through January. 





HARDWARE 


Substantial seasonal de- 
cline from December, and 
about 10% under Jan. ’30. 


About 10% under Dec., 
one 25% lower than Jan. 


Better than Dec. and 
slightly slower than Jan. 
"30. 


Recent firming of quota- 
tions on several basic 
lines instilling greater 
price confidence. 











INSURANCE 


Better in all lines over 
Dec., and a particular im- 
provement, especially in 
the cities, in all lines over 
Jan. ’30, 


Collections are hard, and 
little immediate improve- 
ment is anticipated. 


The accumulation of con- 
tracts deferred until af- 
ter the first of the year 
will make a_ substantial 
showing. 

















JEWELRY 


Normal decrease of 70% 
to 75% from Dec. Slight- 
ly less than Jan. ’30. 


Retail stocks at lowest 
point in a long time, much 
lower than Jan. ’30. 


Collections, by retailers, 
better than in Dec.; from 
retailers, active. Both 
about the same as Jan. 


730. 


A better financial posi- 
tion anticipated for the 
retailer than in_ past 
twelve months. 

















LUMBER 


About the same as in 
Dec., and 15% to 20% 
lower than Jan. '30. 


Stocks in Dec. ’30 and 
Jan. '31 at lowest point 
in several years. 30% un- 
der Jan. ’30. 


Little change. 


Price and stock inquiries 
from railroad and auto- 
motive concerns are lend- 
ing encouragement. 











MACHINERY 


METAL 
PRODUCTS 


METALS 


Some measure of im- 
provement in the iron and 
steel business seems as- 
sured. 


Improvement in many 
metal-working and ma- 
chinery lines will get un- 
der way with more tan- 
gible evidence of better- 
ment in business senti- 
ment. 


The low level of recent 
demand, and extraordi- 
nary pressure on inven- 
tories, suggest damming 
up of requirements that 
must soon be released. 











PLUMBING 
AND 
HEATING 


Slight improvement over 
Dec. (with seasonal al- 
pane but below Jan. 


Retail stocks will con- 
tinue. low. 


Slightly better than Dec., 
and decidedly better than 
Jan. ’30 because of bet- 
ter credit basis. 


Stabilization of prices and 
a restoration of confi- 
dence in building industry 
necessary to give a de- 
cided turn for the better. 











SHOES 





Dependent upon weather. 
Rubber and heavy goods 
retarded, but should show 
exceptional business in 
Jan. General increase of 
10% over Jan. °30. 





Reduction in stocks uni- 
versal. about 16% under 
Jan. ’30. 





Business 89.5%  cash— 
10.5% credit. Will con- 
tinue normal. 





Orders will be placed for 
shoes for Easter selling. 
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Building Up a Local Ageney 


The Concluding Article in This Business Building 






Series Offers a Wellsian Glance into the Future 


T’S a practical-minded world we’re 
I in, this one of business. We've 

no time for hitching to stars nor 
for planning plans which only wild 
imagination justifies. Yet, like star- 
gazing, looking into the far future 
yields a broader viewpoint, a keener 
business eye. You know what you ex- 
pect to do next year; how about ten 
years from now? There are several 
directions in which a local agency may 
grow; there are certain obvious ten- 
dencies in the business which will af- 
fect that growth of yours. But 
changes in agency procedure, like 
styles in hats, start at certain centers 
and gradually filter through the coun- 
try—except that a hat style travels 
from Paris to the backwoods in five 
years or less while business advance- 
ment may taken twenty years or more. 
And, strangely perhaps, new improved 
kinds of agency procedure and sales 
promotion methods don’t always start 
in the same center. As every agency 
contact man knows, new ideas are in 
direct ratio to the number of men 
thinking seriously about agency devel- 
opment and have little to do with geog- 
raphy. No need, then, to wait till 
Hartford and New York have proved 
an idea practical; your logic is as good 
as theirs—provided you know as much 
about the agency business. 

Taking a national view of future 
changes in our ways, one thing stands 
out in my mind: There will be three 
schools of insurance sales procedure 
when the next generation comes in. 
Because you should choose your path 
now, because you must fit yourself for 
one of the three, study the symptoms 
of this coming division of opinion and 
effort. 


Direct Selling Companies 

The first, and perhaps the most 
troublesome to everyone concerned, will 
be the company which sells insurance 
through its direct employees, out of 
its own offices, to a large extent over 
the counter and perhaps at cut rates. 
The salesmen—for these companies will 
have no agents—won’t own their clien- 
teles any more than do the salesmen 
in a factory-owned store selling hosiery. 
The company—if it is a multiple line— 
will be in a position to offer special 
inspection and advisory services such 
as few agencies are in a position to 
offer today. But it is only in the large 
centers where this type of sales outlet 


Fire and Casualty 
Educational 


By Jarvis W. Mason 


will be established. There the compe- 
tition will be something to worry about. 
Relieved of the possibility that inde- 
pendent agents will profit at their ex- 
pense, the companies will employ wide 
advertising and advanced sales promo- 
tion methods in their controlled terri- 
tories. They will claim—and it will 
sound convincing—that once again a 
“middleman” has been cut out; that 
even though all premiums are the same 
it is plain that a company paying no 
agents can give more for the money. 
It is even conceivable that some ill- 
advised legislature will authorize com- 
panies to sell° direct at a certain 
discount. The fact that their acquisi- 
tion costs may be as high as those of 
agency companies will not penetrate to 
the average consumer. The fight will 
be much the same as the one between 
chains and independent stores—but less 
widely publicized. And no _ doubt 
there’ll be a Henderson to harm the 
cause he thinks he’s fighting for. 

The way to compete with this class 
of outlet is obvious: Use every ad- 
vanced selling tool which works for 
them—but watch carefully your selling 
cost accounts. There will develop a 
hysteria on the part of company men 
in favor of this type of selling; some 
will go into it extravagantly, blindly, 
using high-cost managers and salesmen 
and distribution methods. Most of 
these will go broke or retrench radically 
after doing a lot of effective work in 
selling the general idea of insurance. 
Fortify yourself against this coming 
development by cementing your client- 
relations. An insurance agency client 
will not change so quickly as will a 
groceries’ buyer. 


The Insurance Store 


Acquisition costs, for both agents 
and companies, are too high on five, 
ten and fifteen dollar policies. Unless 
they lead to something more they sel- 
dom pay the agency for the trouble 
involved. Yet more and more people 
with small furniture risks, small in- 
comes, old cars, are being swept up in 
the growing national realization that 
certain lines are absolutely essential to 
their financial safety and peace of 
mind. 

It doesn’t pay to go out and sell these 
people but perhaps, as the conviction 
of the need for insurance becomes more 
widespread, they will come and buy 


their insurance. Indubitably, many do 
now. But when a man goes to a store 
to buy something he generally knows 
what he wants. The over-the-counter 
salesman need not know his business 
so well, need not be so intelligent. 
That’s why retail clerks are paid less 
than insurance salesmen today. As the 
demand grows agencies will be or- 
ganized which sell insurance over the 
counter almost exclusively. These 
agencies will represent a large number 
of companies and will be in direct com- 
petition with the direct selling com- 
panies. 


The Professional Insurance 
Counselor 

This third type of insurance outlet 
will require men with a very wide 
knowledge of insurance practice. 
Though he may be paid commissions, 
most of his income will be derived from 
the annual retainer fees paid him by 
large users of insurance. It is quite 
probable that the broker’s commissions 
which he earns will be credited against 
this retainer. While he will be much 
like a lawyer or a consulting engineer, 
he will enjoy the advantage of being 
permitted to solicit business and adver- 
tise his firm. Once well established he 
will earn far more than will the sales- 
men or managers in either of the other 
two types of outlets. 


Which Way Will You Grow? 

Perhaps some company will start its 
direct selling organization by buying 
established agencies, placing the for- 
mer owner in charge on salary and un- 
der contract not to establish himself in 
the insurance business in that territory 
if he leaves the company. Here will be 
opportunity for you to become a sal- 
aried sales executive in a business 
which contains pitifully few of them. 
Therefore, if you get in-on this new 
development early, you should advance 
quickly to an income far higher than 
you might ever earn in your own 
agency. But if you enjoy your own 
business, if you want to be your own 
boss, you won’t be interested in such 
a possibility. Then you must develop 
your agency as an insurance store or 
a counseling service. 

The insurance store will involve a 
large number of small premium cus- 
tomers and a high turnover of cus- 
tomers. Since it will not pay to go 
after this type of buyer you must get 
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them to come into your store by means 
of advertising and, perhaps, cut prices. 
You must be prepared to finance time 
payments. You must study merchan- 
dising rather than salesmanship. 

If you. choose the third class you 
must remember that your market is 
limited; that only in territories con- 
taining a number of important insur- 
ance users will such offices be feasible. 
You must know the intricacies of per- 
sonal insurance as well as industrial 
and commercial for many officers of 
the firms you serve will also be your 
clients. You will cultivate that brand 
of salesmanship which so many able 
lawyers know; it’s so good that it’s 
not recognizable as salesmanship but 
seems simply as thoughtfulness and 
knowledge of your business. 


Company Growth 


In the next ten or fifteen years there 
will be a number of changes in what 
home office officials conceive to be their 
jobs—all of which will affect agents 
one way or another and which should 
help guide you in your progress. In 
the first place there will be far fewer 
companies organized each year than 
has been the case in the past. A larger 
and larger percentage of the total in- 
surance underwritten will be placed in 
one of a dozen great combines. The 
tendency is obviously toward multiple 
line companies and each year will see 
less volume placed with independent 
fire companies, casualty companies, 
marine companies, surety companies. 
Partly as a cause of this development, 
partly as its effect, “full-time” agencies 
—those representing only one company 
—will increase in number. The com- 
panies have far more interest in and 
control over this type of agency. 

So company officials will interest 
themselves in agency procedure far 
more in 1940 than they do today. If 
your company casts its fortunes with 
the survival of the American Agency 
System you can count on receiving more 
and better assistance from it in time 
to come. Companies will establish 
agencies to test soliciting, advertising 
and promotional ideas. Vice-presidents 
will spend more of their field time 
listening and studying rather than 
speechifying. Advertising managers 
will take their plans into certain agen- 
cies for testing—and the company will 
pay for those tests. Many such jobs 
which a company is better able to do 
and from which the companies will ob- 
viously profit will be undertaken by 
them. All this portends happy days 
to come for most hardworking agents. 

But take a look at the other side of 
tomorrow’s picture. Here we have— 
for instance—the Metropole Insurance 
Company of New York. It is a mul- 
tiple line company—through recent 
mergers—and it writes all lines but 


THE SPECTATOR 
December 25, 1930 


ocean marine. One of the largest, it 
has twenty-five thousand agents of 
various classes—most of whom only 
represent it for two or three lines. 
Though most of its business is done 
through general agents it has ten 
branch offices which were established 
at various times by the former com- 
panies to service brokers. 

Through one of the smaller compa- 
nies which it bought Metropole has ac- 
quired an asset of questionable value— 
a vice-president who believes that in- 
surance companies can profit by the 
kind of advertising which automobile 
manufacturers use. At a meeting of 
agency vice-presidents he makes a sug- 
gestion: “Look here, I know several 
big men in advertising agencies. One 
of them—a part owner of one of the 
country’s most successful firms—has 
offered to study our company, make 
advertising plans for the Metropole and 
tell us why he thinks it will pay. He’ll 
take the chance that nothing whatever 
will come of it. What say?” 


Remarks by an Advertising Man 


Three months later he is talking to 
that same group of vice-presidents. He 
has presented a lengthy plan for them 
to study and he has a great deal to 
say about it. He’s very careful to 
hurt no one’s feelings so he takes 
many roundabout paths in speaking 
his mind. Denuded of the courteous 
gestures and niceties of salesmanship 
here, in part, is what he has to say: 

“From the viewpoint of a student 
and practitioner of modern marketing, 
the insurance business is in a terrible 
state. It’s so obvious that a huge com- 
pany like yours must have a great deal 
of control over its contact with the 
buying public that I’m surprised no- 
body has done much about it. 

You know, in a really basic sense, your 
only surety of continued existence is 
recognition of your reliability and ser- 
viceability by the buying public. Yet 
here you sit, in a darkened paradise, 
letting thousands of agents who really 
don’t give a hoot about your company 
interpret the Metropole to that public. 
The fact that you’ve survived, even 
profited, thus far in view of the tre- 
mendous competition for the consumer’s 
dollar today is unquestionably one of 
the nine wonders of the world. . 

You'll agree that there are pitfully 
few of those twenty-odd thousand 
agents who ever actively sell your com- 
pany. Why should they? Nobody ever 
heard the name Metropole, relatively 
speaking, and the agents are in busi- 
ness for themselves—they’re not inter- 
ested in your welfare... . And that’s 
just my point. Just as long as those 
agents can get away with substituting 
a Picayune Insurance Company policy 
for a Metropole your position will be 
shaky. You must do something to 
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bring the buying public around to the 
point where they’ll insist on your con- 
tracts. You say the agents won’t like 
that? Well that’s too bad. We'll find 
agents who do. Don’t worry about it. 
Soon as your name is well known 
there’ll be lots of men glad to sell for 
you. . . . People won’t insist on a 
specific company, you say? That 
theory was blown up half a century 
ago. They buy shoes by name, cereal. 
by name, plumbing by name—so why 
not insurance? Anyway there are sev- 
eral life, fire and casualty companies 
which have proved that the public will 
buy insurance by company, so there’s 
no argument in that... . Now what’s 
this about protected territories? That’s 
costing you a lot of money. It’s all 
right, only fair, to give a firm a terri- 
tory all its own if you supervise its 
work and if it exerts all its effort sell- 
ing your line. But for half a dozen 
competing companies to give the same 
agency the same territory is absurd. 
What chance have you of getting 
decent distribution? . . What’s this 
I hear about mutual competition get- 
ting more dangerous each year? Well, 
they’ve gone to the public in print and 
told why they think their brand of 
insurance is good. You need a dose 
of their medicine to cure that belly- 
aching. . . . There’s one superstition 
inherited from days long gone by in 
your agency system. It’s this: you 
seem still to believe that, when a New 
York broker writes a general cover 
contract for a three hundred unit chain 
store, the local agents earn their five 
per cent on reach risk. Why not pay 
’em by fee instead—and only when they 
earn it. 

You know that most of them don’t 
move a finger for this overwriting 
commission. Why should you pay out 
your good money for services not ren- 
dered? . . . Where you’ve got branch 
offices you just don’t pay agency com- 
missions—there would be no point of 
sales subscription. And the way these 
agents work three salesmen can sell 
more insurance than ten agents. Grad- 
ually you should establish more branch 
offices. . . . What’s that you say, Mr. 
Oldtime Agent, How about the Amer- 
ican Agency System?” Suppose we use 
the American Agency System only as 
long as it pays us best—your stock- 
holders are more important.” 

Perhaps the advertising man I’ve 
picked isn’t representative, is too 
harsh, doesn’t take a long-time view 
of the insurance business. And then, 
again, perhaps he does. 

Truly, it’s a practical-minded world 
we’re in—this one of business. So 
much so that the distribution of in- 
surance will find its level of most eco- 
nomical service to its customers regard- 
less of who loses money or caste in the 
process. 


Fire and Casualty 
Educational 








ver wake up, staring 
into space, the whole 
house suddenly on 
your mind? 


A dream? A nightmare? 





















There they go now, burglars! Not only your dearest possessions stolen, 
gone—but the furniture wrecked, doors smashed, locks broken, the 
whole house upside down! « « « Now, what was that!... A leak 
in the plumbing ... Drip, drip, drip! Water everywhere. Seas of 
it! « « « And that’s not all! As plain as day you see the cook 
suing you for damages. She broke her hip on the poorly lighted stair- 
way. »« « « The furnace, too! What on earth could have caused 
explosion? « « « Broken windows everywhere, too! 






















hem? Why not let Aitna ? 
hazards: 









lieved of all anxiety fro 
is very low, and may be paid in two semi-annua 
desired. Ask the Aitna-izer in your community to give you 
further details. This new combination of home protection is 
proving to be one of the most popular policies ever offered. 











J Etna writes every form of Insurance and Fidelity and Surety 

| Bonds. A®tna protection reaches from coast to coast through 
25,000 agents. Aitna is the first multiple line insurance organ- 
ization in America to pay its policyholders one billion dollars. 


















tna Casualty & Surety Company... tna Life Insurance Company .. . Standard 
Fire Insurance Company ... Automobile Insurance Company of Hartford, Conan. 
























GEE THE ATNA-IZER IN YOUR COMMUNITY =HE IS A MAN WORTH KNOWING 
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So 
CASUALTY-SURETY- 
MISCELLANEOUS INSURANCE 


we 





Fidelity & Casualty 
Makes Changes 





W. C. Billings to Direct All 
Casualty Underwrit- 
ing Work 





Long Service Men Retire 





W. J. Johnson, W. J. Boehm, 
Vice-Presidents, Bring Long, 
Active Careers to Close 


The end of the year has brought sev- 
eral important changes to the staff of 
the Fidelity & Casualty Company of 
New York, casualty constituent of the 
America Fore group. According to 
announcements made this week by 
Ernest Sturm, chairman of the board, 
W. C. Billings has been made vice- 
president, in complete charge of cas- 
ualty underwriting; H. V. Upington, 
at present resident manager of the De- 
troit branch office, will become resident 
manager of the New York Metropolitan 
office at 45 John St. The retirement 
of William J. Johnson, vice-president, 
and of William J. Boehm, also vice- 
president, is also announced. 

The fidelity and surety department 
will continue under the management of 
Vice-President Hale Anderson, and 
Vice-President Allan J. Ferres will 
continue in general supervision of the 
business of the company as well as 
head of the agency department. 

Mr. Billings is well known in the 
casualty field, and was appointed as- 
sistant to President Wade Fetzer last 
May. His early experience was gained 
with the Travelers Insurance Company, 
where after several promotions he be- 
came branch manager for casualty lines 
in New York City. Later he joined the 
New York Indemnity Company as vice- 
president in charge of underwriting 
and home office administration. 

Mr. Upington, a long service man 
with the Fidelity & Casualty Company, 
has had a variety of experience in 
agency and production work. He en- 
tered the service of the company in 


THE SPECTATOR 
December 25, 1930 


MADE VICE-PRESIDENT 





W. C. Billings 


1898 and during his long association 
has been active in insurance organiza- 
tion work, having been president of 
the Michigan Casualty Underwriters 
Association and the Detroit Surety 
Association. 

George Lieber, vice-president of the 
Freese Insurance Agency, will succeed 
Mr. Upington as Detroit manager. 
Mr. Lieber had been connected with the 
Aetna Life Insurance Company, and 
has been prominently identified with 
the National Association of Insurance 
Agents. His experience in the casualty 
business, particularly in the handling 
of agency business, is a valuable ac- 
quisition of the Fidelity & Casualty 
staff, Mr. Sturm announces. 

Earl F. Schroeder, Harris B. Carr 
and H. L. W. Bowles have been made 
assistant resident managers at the De- 
troit office. 

Vice-President William J. Johnson, 
who is now retiring, has for many 
years been in charge of casualty under- 
writing. He entered the service of the 
company in 1892 as assistant in the 
accident ‘department and was later 
placed in charge of the inspection de- 
partment. After a series of important 
promotions, he was elected a _ vice- 
president in 1916. Mr. Johnson has 


(Concluded on page 37) 


Work Insurance Laws 
_ Are Urged 


Ass’n for Labor Legislation 
Drafts Bill to Present to 
20 State Houses 


U.S. Senate to Get Bill 











Senator Wagner Advocates Fed- 
eral and State Supervision of 
Unemployment Insurance 


Like a giant snowball grows as it 
is pushed along, unemployment insur- 
ance continues to gather more publicity 
and more public attention. During the 
past week three distinct movements to 
secure legislation along these lines have 
been made, one of which may affect 
twenty State legislatures, and another, 
a bill to be introduced in the United 
States Senate by Senator Wagner of 
New York. 

The bill, which may be presented to 
twenty State legislatures has been de- 
signed by the American Association for 
Labor Legislation for the purpose of 
alleviating distress during periods of 
unemployment. 

It would create by State legislation, 
a permanent system of “unemployment 
reserve funds,” to provide workers with 
a proportion of their regular income 
and purchasing power during forced 
periods of idleness, according to Dr. 
John B. Andrews, secretary of the as- 
sociation. 

The bill would require all employers 
to set aside in reserve funds a small 
fixed percentage of payroll in the same 
manner as under existing workmen’s 
accident compensation laws. From this 
fund employees, when involuntarily un- 
employed, would receive a limited pro- 
portion of wages for a maximum period 
of thirteen weeks in a year. Admin- 
istration of the plan would be in the 
hands of employment stabilization 
boards provided for each industry, un- 
der general supervision of the State. 

“As an American plan it is built out 
of two successful American practices; 
first, the accepted sound business policy 


(Concluded on page 37) 
Casualty, Surety, Etc. 





































Detroit 
Fidelity and Surety 
Company 


Detroit, Michigan 


Homer H. McKee, President 


i &> 


OFFERING COMPLETE 





FACILITIES FOR UNDERWRITING 


FIDELITY AND SURETY BONDS 























WORKING: wh its gents intelli 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 


A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 


Through the Fidelity and Guaranty Fire Cor- 
poration, you can write fire, automobile, tornado 
and allied lines, in addition to specialty lines. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


BALTIMORE : = MARYLAND 





ALLIED COMPANY 
FIDELITY AND GUARANTY 
FIRE CORPORATION 












| 
| 30th Annual Edition 


Fire Insurance Laws, 
Taxes and Fees 


1930 - 1931 


Revised according to 1930 Legislation, the 
new edition contains over 750 pages of most 
useful information, treats of many additional 
subjects, and includes County and Municipal 
taxes and fees. 


PRICE $25 


A Companion Book 
1930-1 EDITION 


CASUALTY INSURANCE LAWS, 
TAXES and FEES 


Will be of great value to casualty, surety and 
miscellaneous insurance companies and repre- 


sentatives. 
Send in Your Order Now. 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 WEST 39th STREET, NEW YORK 
BOSTON 


CHICAGO NEW ORLEANS 



































PE a 


ALL RISKS FUR INSURANCE 


Rate $2.00 per $100—Minimum Premium $8.00 
Also 


GENERAL COVERAGE POLICY 


Rate $2.00 per $100—Minimum Premium $2.00 


applying to articles or garments of Fur, Cloth or Leather 
against all risks of Fire, Lightning, Burglary, Holdup, Theft and 
Transit risks, in the home or elsewhere in United States and 
Canada. 


A. F. SHAW & CO., INC. 


Insurance Exchange 75 Maiden Lane 
Chieago, 111. New York City 


General Agents—All Risks Department 
Saint Paul Fire & Marine Insuranee Co. 
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Urge Cooperative Plan 
for Collections 





Fire and Casualty Carriers 
Clash Because of Effect 
of Dull Year 


Collections Thought Good 








Casualty Executive Suggests 
Interchange of Information 
Regarding Credit Status 


CHIcAGO, Dec. 24.—The need for a 
cooperative plan between casualty and 
surety companies in handling a collec- 
tion of delinquent agency balances, 
similar to the method used by the fire 
insurance companies, has been revealed 
in the Western territory as a result of 
the campaign to bring in outstanding 
agency balances prior to Dec. 31. 

The companies here, both fire and 
casualty, generally have found their 
collections this year surprisingly sat- 
isfactory, in view of the depressed con- 
dition of business. Some of the offices 
have reported their collections are un- 
der the same time a year ago, but the 
favorable reports outnumber the un- 
favorable. Some offices are ahead of 
December a year ago. 

This good condition is attributed to 
the fact that the companies, recogniz- 
ing that this might be a “tough” year, 
have started on the job of collections 
earlier than usual and to the fact that 
all field men now are devoting their 
entire time to the task. The local 
agents have responded most encour- 
agingly, and they are pushing their 
assureds for payment of premiums on 
policies that have been issued. 

However, the casualty and surety 
companies, in the instances where un- 
usual pressure must be brought on 
backward local agents, and Chicago 
city brokers, have found themselves 
handicapped because of the lack of a 
unified collection plan. They point out 
that the Chicago Board of Under- 
writers, the association of fire insur- 
ance agents and brokers, bonds all of 
its members and that when one fails 
to make a proper accounting of pre- 
miums collected, the surety companies 
must pay the deficiency. 

In the local agency field, the fire 
insurance companies, through their 
field men, will respect the efforts of 
one company to require an agent to 
make an accounting, but here again 
the casualty and surety field men are 
handicapped by a similar cooperative 
method. They say that in many in- 
stances the fire insurance companies 
are paid their accounts while the cas- 
ualty and surety companies in the same 
agency are forced to wait. One promi- 
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Mass. Compulsory Auto Law 
May Dominate Session 





Numerous Bills Calling for Re- 
peal or Modification of Act 
Ready for Jan. Session 


Boston, Dec. 22.—The bulk of the 
petitions for legislation that have al- 
ready been filed with the clerk of the 
Massachusetts House indicates that the 
Compulsory Automobile Insurance Law 
will, as in former years, receive the 
greatest amount of attention from the 
1931 legislature. Some of the “peren- 
nials” appear, such as the petition for 
a state company under the Cummings 
bill, the state fund petition of Frank 
Goodwin, former registrar of motor 
vehicles, and a bill for the repeal of the 
entire act. Others relating to the act 
include bills for a demerit system and 
as to the use of the zoning plan. The 
recommendations of Commissioner Mer- 
ton L. Brown include a bill to estab- 
lish the demerit rating plan; also to 
safeguard the solvency of mutual com- 
panies issuing motor vehicle liability 
policies; as to the notification of re- 
vocation of registration; as to false 
claims; as to fleet insurance and. as to 
death notices. 

The Department of Public Safety 
has asked for a consideration of ways 
and means for making a uniform 
schedule and system of fees to produce 
the revenue required for the cost of 
service under the law enacted in 1930 
providing a uniform system of fire pre- 
vention throughout the Commonwealth. 
The intent of this bill is to supply a 
requirement formerly in the law ap- 
plicable to the Metropolitan Fire Pre- 
vention District which law was re- 
pealed by Chapter 399 of the Acts of 
1930. Cities and towns collect certain 
fees charged for permits to conduct 
hazardous businesses where explosives 
and inflammables are used. It is pro- 
posed that this revenue be applied to 
carry out the provisions of this chapter. 

A bill has been filed with the Senate 
clerk providing that life insurance com- 
panies may hold funds for beneficiaries 
exempt from attachment or commuta- 
tion. The closing date for filing bills 
is Jan. 17. 








nent Chicago manager said that it is 
difficult for a casualty company to 
bring pressure to bear upon a back- 
ward agent, because of the knowledge 
that some other casualty company was 
ready to give the agent every facility. 

He further declared that surety com- 
panies exchange information concern- 
ing bank employees and other individu- 
als bonded by them, but that the same 
companies do not carry out the same 
plan in their agency representatives. 
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1880 1930 
Golden Jubilee 


of the World’s Pioneer 
in Liability Insurance 


Fifty years ago, not only were there no 
automobiles, no radios, no movies...... 
there was no liability insurance. A need 
for such insurance was brought to the at- 
tention of thinking men when the British 
Parliament passed the famous Employers’ 
Liability Act. Shortly after this act was 
passed, The Employers’ Liability Assur- 
ance Corporation, Ltd.,. was fo 
thereby laying the cornerstone for the 
massive structure of liability insurance. 


Today, The Employers’ Liability Assurance 
Corporation, Ltd., together with its afhili- 
ated companies, the American Employers’ 
Insurance Company and The Employers’ 

Fire Insurance Company, writes, in the — 
United States, practically every kind of 
insurance except life, including fidelity 
and surety bonds. Today’s records show 
that during the past fifty years The Em- 
ployers’ Liability has paid out millions of 
dollars to satisfy claims of/or against its 
assureds. Its hundreds of thousands of 
policyholders, its thousands of agents, 
have come to know the true meaning of 


“THE SERVICE THAT SATISFIES.” 





Practically every kind of Insurance excepe 
Life Insurance, including Fidelity and 
Surety Bonds. 


110 Milk Street Boston, Mass. 


The Employers’ Liability As- 
surance Corporation, Ltd. 
The Employers’ 

Fire Insurance Company 
American Employers’ 
Insurance Company 


THE WORLD’S PIONEER 
IN LIABILITY INSURANCE 








Casualty, Surety, Etc. 


1824 1930 
Over a Century Old 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 


THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 


@ LONDON& , OF LONDON, ENGLAND 


S LANCASHIRE | 


INSURANCE C® 
Lr = j 


New York Department: 
85 John Street 
ty 


Eastern Department, Hartford, Conn. 
Gilbert Kingan, Manager 


“‘The Best Property You Own”’ 
A new leaflet by Wm. T. Nash 


A great piece of conservation literature has been written in_this 
new let. The message is vivid, convincing and impelling. 
Every policyholder who reads this short message will think 
twice before even borrowing on his insurance and few will risk 
the hazards of lapsation. 

Prices 


1,000 copies 














5,000 copies 
10,000 copies 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th St., New York 











General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 








HAGERSTOWN 
Excellent Territory—Special Direct Contract 
Whole -hearted Home Office Cooperation. 
George Washington Life Insurance Co. 
Charleston, West Virginia 
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BIG OPPORTUNITIES WITH 


Great Republic Life Insurance Company 


OF LOS ANGELES 


This Company has attractive General Agency openings 
in Texas, Missouri, Kansas, New Mexico, Arizona and 
California. Very attractive first year and renewal commis- 
sions and exceptional line of policies. If you have a satis- 
factory record of successful experience and are interested 
in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, 
Vice-Pres., Great Republic Life Building, Los Angeles, Cal. 























Great American 
Insurance Companp 


New Pork 


INCORPORATED - 1872 

One Liberty Street 

310 S. Michigan Ave. 
233 Sansome Street, 


NEW YORKICITY 
CHICAGO, ILLINOIS 
SAN FRANCISCO, CAL. 


HOME OFFICE., 
WESTERN Dept. 
PACIFIC Dept. 


POLICIES ISSUED TO COVER 


Fire, Lightning, Tornado, Windstorm, Hail, Explosion, 
Rents, Profits, Commissions, Automobiles, Motorcycles, 
Leasehold, Marine, War Risk, Hulls, Cargoes, Inland 
Marine, Inland Transportation, Floaters, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Use 
and Occupancy, Earthquake, Riot and Civil Commotion. 


AFFILIATED INSURANCE COMPANIES 
American Alliance Insurance Co. 
New York, N. Y. 

American National Fire Insurance Co. 
Columbus, O. 


County Fire Insurance Company 


Philadelphia, Pa. 


Detroit Fire & Marine Insurance Co. 
Detroit, Mich. 


Massachusetts Fire & Marine Ins. Co. 
Boston, Mass. 


Mount Royal Assurance Co. (Canada only) 
Montreal, Canada 


North Carolina Home Insurance Co. 


Raleigh, N. C. 


Rochester American Insurance Co. 


New York, N. Y. 
Great American Indemnity Co. 





SECURITY FIRST 
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Million Dollar Capital 
Increase Proposed 





Fidelity and Casualty Company 
Stockholders to Meet Decem- 
ber 30 to Vote on Plan 

Ernest Sturm, chairman of thé board 
of the Fidelity & Casualty Company, 
has announced that a meeting of the 
stockholders of the company will be 
held in New York on Dec. 30 to vote on 
a proposition to increase the capital 
stock of the company from $4,000,000, 
consisting of 160,000 shares of the par 
value of $25 each, to $5,000,000, con- 
sisting of 200,000 shares of the par 
value of $25 each. It is proposed to 
offer such additional capital stock for 
sale to the holders of the present out- 
standing stock at the price of $75 per 
share, or $300 per cent of its par value, 
thereby adding $2,000,000 to the sur- 
plus fund of the company. The above 
proposal was approved by the directors 
of the Fidelity & Casualty Company at 
a meeting held Dec. 23. 

Approximately 97 per cent of the 
present outstanding stock of the Fi- 
delity & Casualty Company is owned 
one-half by the Continental Insurance 
Company and one-half by the Fidelity- 
Phenix Fire Insurance Company. The 
adding to the capital funds of their 
casualty running mate is in line with 
the well established practice of the 
Continental and Fidelity-Phenix insur- 
ance companies of building up the 
financial structure of the companies 
which they control and operate. 


Fidelity & Casualty Changes 

(Concluded from page 33) 
been a conspicuous figure in casualty 
insurance underwriting for many years 
and his advice in casualty association 
councils has been greatly sought. He 
leaves active work in the company 
after 39 years of association, but will 
continue to act in an advisory ¢ca- 
pacity. 

Mr. Boehm entered the service of the 
Fidelity & Casualty Company in 1894, 
but for a period of about five years was 
an instructor in Washington College, 
St. Louis. He reentered the service of 
the company in 1901, and has devoted 
the greater .part of his time to techni- 
cal inspection work. He was made 
superintendent of the steam boiler de- 
partment in 195, and was elected vice- 
president in 1916. He is a graduate of 
the Rose Polytechnic Institute and 
Cornell University. 

It is also announced that D. C. Har- 
vey, superintendent of the inspection 
department, is retiring at the end of 
the year. He has been associated with 
the company for 36 years, and is an 
alumnus of the Stevens Institute of 
Technology. 
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WHAT’S THIS ABOUT COM- 
PULSORY INSURANCE IN 
MICHIGAN? 


ANN ARBOR, MICH., Dec. 22.— 
Compulsory insurance has been 
decreed for students of the Uni- 
versity of Michigan who operate 
ears after Jan. 1, it was an- 
nounced during the past week by 
Walter B. Rea, assistant to the 
dean of students. The forms of 
coverage to be required are lia- 
bility and property damage. The 
regulation is the first modifica- 
tion of the original regulations 
of the university authorities, 
adopted three years ago, which 
virtually banished the collegiate 
flivver and its higher-priced fel- 
lows, as well, from the Michigan 
campus. 











Work Insurance Law Plans 
(Concluded from page 33) 

of setting up in prosperous years a 
reserve fund out of which dividends 
are paid when plants are idle, and sec- 
ond, workmen’s compensation laws, 
which not only provide scientifically for 
the victims of industrial accidents but 
also furnish a stimulus to accident pre- 
vention,” the association says. 

Senator Wagner’s bill would pro- 
vide for Federal and State cooperation 
in supervising and administering un- 
employment insurance funds. He said 
he believed that such insurance could 
be maintained at the outset by the 
employers and employees as it once 
was in England, although since unem- 
ployment has become greater there the 
government has been forced to make 
appropriations to the funds. 

Explaining the purposes of his bill, 
Senator Wagner said: 

“A rounded program of organized 
action against unemployment must con- 
tain two primary features: first, the 
reduction of the amount of unemploy- 
ment by every known means; second, 
when unemployment does occur, the 
prevention of hardship by distributing 
the loss.” 

In an address to the Labor Institute 
in Philadelphia last week, Edward F. 
McGrady, general organizer and legis- 
lative representative at Washington of 
the American Federation of Labor, ad- 
vocated the establishment of reserve 


funds for payment of wages to workers ° 


during slack times. He said that these 
reserves are equivalent to the reserves 
set aside for payment of dividends to 
stockholders, and declared that workers 
have the same right to protection of 
their investment of time as stockholders 
have to their investment of money. 
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Propose to Reduce Power of 
Ins. Commissioner 





Penn Legislature May Adopt Bill 
Voiding His Right to Declare 
on Stability of Surety Cos. 


PHILADELPHIA, Dec. 22.—The right 
of passing on the stability of surety 
companies would be taken away from 
the Insurance Commissioner and 
turned over to the Pennsylvania State 
Courts if a bill which is to be intro- 
duced by Representative Edward Haws 
in the Pennsylvania Legislature con- 
venes next month, were passed. 

Mr. Haws was chairman of the 
House Insurance Committee at the 
1929 Legislature and it is expected that 
he will hold the same post at the com- 
ing session. 

His bill proposes the repeal of the 
present legislative act of May, 1921, 
by which the courts are required to ac- 
cept a certificate from the Insurance 
Commissioner as evidence of the re- 
sponsibility of the bonding companies. 

His plan to introduce the bill fol- 
lows a decision handed down within the 
past two weeks by Judge James Gay 
Gordon, Jr., in Common Pleas Court 
No. 2, questioning the constitutionality 
of the act and condemning its “dan- 
gerous’ character.” The Orphans’ 
Court the next day went on record as 
fully supporting Judge Gordon’s opin- 
ion. In his opinion, Judge Gordon re- 
fused the petition of the Grand Central 
Surety of New York City to be ap- 
proved as surety by the Court. 

Insurance men are not expecting any 
radical legislation to be enacted at the 
forthcoming session of the Legislature. 
Senator Norton, who is expected to 
again head the Senate Insurance Com- 
mission, and Representative Haws are 
both keen students of the insurance 
business and have shown that they 
clearly realize the problems of the com- 
panies and agents. 

There is a strong possibility that the 
1931 Legislature will attempt a recod- 
ification of the insurance laws. Should 
the Legislature pass any compulsory 
automobile insurance bill it will be the 
revised A.A.A. Safety Responsibility 
Bill it is thought. 





Company May Issue Bonds 

The Chicago Fidelity and Casualty 
Company has received a certificate of 
authority from the United States 
Treasury Department authorizing the 
Company to issue bonds in favor of the 
United States. The net qualifying pow- 
er on any one bond is $200,000, based 
upon $1,000,000 capital, $1,000,000 sur- 
plus, and $500,000 voluntary contin- 
gent reserve. The authority is effective 
as of Dec. 15. 


Casualty, Surety, Etc. 


EXCESS 


| INSURANCE COMPANY 


OF AMERICA 
JAMES GIBBS, President 


| CASUALTY & SURETY 
: REINSURANCE 
EXCESS AND SHARE 


Executive Offices: 


84 William Street, New York City 
Telephone: Beekman 0890 





EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


22 Garfield Place, Cincinnati, O. 


CAPITAL $1,000,000 
—h— 


Established 1864 
ee 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


oo 


STATE AGENTS 


New York Pennsylvania 
George H. Reuter George A. Reynolds 
P. O. Box 299 901 Columbia Bldg. 
Syracuse, N. Y. Pittsburgh, Pa. 


New Jersey 
John A. Lance 
9 Clinton St. 
Newark, N. J. 














“We want 2,000 copies.. 


wlT WILL BE OUR OFFICIAL TEXTBOOK!” (tz 





WALTER CLUFF'S 


course of study in 
LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 











Send for this 


Book today. 


Your money 


back if you 
don’t profit 


O wrote the official of 


a large life insurance | 
company after reading §& 
Walter Cluff’s new book |} 
Underwriting | 
Efficiency, which has just { 


on Life 


come off the press. 


Based upon the experi- iv 
ences and experiments of § 


many years educational 


direction of thousands of [ff 
life agents this book is &J 
being acknowledged as 
the best life insurance i% 
sales manual ever devel- [ff 


| THE INSURANCE FIELD 


Cluff’s new book to me. 


byreading it! ire iw as 


' ' 3 
' NOM .cccccccccccccvccsccccoscs : 3" 


ORGANIZED Ges CASH CAPITAL | 
1869 Oa $3.000,000.00 | 





NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N. H. 
ASSETS $18,423,52654 


TOTAL LIABILITIES EXCEDT CAPITAL: |p 


$6.919,223.80 


POLICYHOLDERS SURPLUS 
$ 11,504,302.74 


' 
(Check here if antity price : ALY 
RUSH COUPON—— aa‘ Geareas” * ™ a= 
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Monthly Construction Survey. 


for November 


Contracts for construction are beginning to show the effects of the winter 
In its monthly survey 
of construction contracts awarded in the 37 States east of the Rocky Moun- 
tains, the Dodge Corporation reports that November’s awards totaled $253,- 
573,700, against a total of $337,301,400 in October and $391,012,500 in November 
of last year. An analysis compiled by THE SPECTATOR from the Dodge Cor- 


situation, according to the F. W. Dodge Corporation. 


poration’s figures follows: 


Amount November, 
Territory Awarded 1929 
ye i re eee ee Tre eer ee ee $22,569,200 $29,890,000 
Metropolitan New York (Northern N. J., New York City, 

Long Island, Westchester, Orange, Putnam, and Rock- 

pO Be SS Re ee Sar eee rere 56,702,200 150,658,900 
Up-State New York, including counties north of Rockland, 

Cay Ms EMIS «6c 5 oo 8 clece Seee dt oornst.esie das 12,556,400 16,688,500 
Militar eeeeNNEe IONE co as wala Cet ce eae cleeaws cee ti cesis a 24,840,300 41,363,000 
Pittsburgh, Western Pennsylvania, West Va., Ohio, and 

REE SS eee ee ee Pa a ea 39,516,600 26,751,500 
Soutien: eee sa nodal s wc Coe o:s-aipiek del aiden de wee niwele sini 8,870,200 16,764,000 
Chicago (Northern Illinois, Indiana, Iowa, and Southern 

SH: Desert. WiSCONGl) 6 6sisc se cveesc eens cb Gesscnns 29,746,000 44,196,300 
St. Louis (Southern Illinois, Eastern Missouri, Northeast 

Arkansas, Western Tennessee, and Northwest Missis- 5 

BENE EL eo ood sl alee nae ag Mea Weds Wa aan eae Colca eis 11,699,500 29,980,800 
Central Northwest (Minnesota, the Dakotas, Northern 

Michigan, and Northwest Wisconsin)................ 4,851,000 11,166,500 
Kansas City (Western Missouri, Kansas, Oklahoma, and 

IRONED re lasses a 0k cba ASS Ree cited a we Balee a cane & a3 13,988,300 14,071,800 
TOMAR cvs cas a c-se a mares ose ee awe wu ueeea uaa aiee chee eee 6,836,600 12,938,200 
New Orleans (Louisiana, Western and Southern Arkansas, 

Eastern and Southern Mississippi)................-+- 9,206,600 5,388,000 
Southeastern (The Carolinas, Georgia, Florida, Alabama, 

12,190,800 13,988,500 


SG Peneets TOM onc cruccctcactvecresgeccesnaeses 








Brain, Brawn and Sweat, 
Success Essentials 





H. A. Behrens Says Individual 
Effort Is the Magic Needed 
to Produce Profits 


CHICAGO, Dec. 20.—Individual effort is 
the magic that pulls the rabbits out of 
silk hats in the shape of stock dividends, 
business profits, etc., etc., explained H. 
A. Behrens, president of the Continental 
Casualty and Continental Assurance of 
Chicago, in an interview published re- 
cently in the Chicago Daily News on 
the occasion of the declaration of a 
quarterly dividend by the affiliated 
companies. 

“During 1928 and most of 1929 we, as 
a nation, had a good time watching 
the business magician pull numerous 
rabbits out of a silk hat in the way of 
stock dividends, rapidly increasing se- 
curity prices, and what not,” President 
Behrens said. “The thing had a special 
charm for us because many people were 
actually given the rabbits thus created 
out of thin air. 

“Every so often individuals, nations 
and sometimes the world at large come 
to the erroneous conclusion that there 
is a short cut to success, prosperity and 
well being. At such times we throw 
away all conclusions based upon right 
principles and again believe in magic. 

“As a matter of fact, we are all but 
children grown up, and the lure of 
magic that was ours stays with us. We 
like to see a magician take rabbits out 
of a silk hat. It was a satisfying ex- 
perience while it lasted. Less work, 
less thrift, less worry and a large ac- 
cumulation of rabbits. 
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Maryland Casualty Bonds 
Government Building 


BALTIMORE, Dec. 22.— The bond re- 
quired by the United States Govern- 
ment on the new House of Congress 
Office Building at Washington will be 
furnished by the Maryland Casualty 
Company on behalf of the Consolidated 
Engineering Company, which was 
awarded the contract Dec. 2, having 
submitted the lowest bid amounting to 
$5,270,000. The amount of the bond 
will be $2,635,000. 

The Consolidated Engineering Com- 
pany is completing the Department of 
Commerce Building on what is said 
to be the largest contract ever 
awarded by the United States Govern- 
ment on a single building, the contract 
price amounting to $13,567,000. The 
bond on this building, amounting to 
$7,000,000, was also executed by the 
Maryland Casualty Company. The 
latter bond is believed to be the largest 
contract bond ever written. 








_ “Came a time when the magician no 

longer performed. Why he quit and 
whether he is going to start again are 
questions which will have to be an- 
swered for you by the volumes now 
being written on the subject daily. But 
in the meantime most of us have 
learned the lesson that there is no 
magic save that of our own endeavor 
and achievement. That there is no mil- 
lennium save that one which we our- 
selves make. That there is no real 
progress save that which we individu- 
ally hew out with brain and brawn and 
sweat.” 
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G. A. Hurlbutt Appointed 


The American Surety Company and 
the New York Casualty Company an- 
nounce the appointment of Gould A. 
Hurlbutt as manager of the Toledo, 
Ohio Branch Office. 

Mr. Hurlbutt entered the services of 
the American Surety Company as a 
Special Agent at the Denver Branch 
Office in 1925. Four years later he 
was transferred to the Detroit Branch 
Office as assistant manager. 











IS EXPERIENCE RATING CON- 
TRARY TO THE INSURANCE 
PRINCIPLE? 


Insurance is based on the law of 
averages. Sometimes the impres- 
sion is gained that because experi- 
ence rating considers the individual 
risk, it also ignores this fundamental 
insurance principle. This is not so. 
All that experience rating does is 
to take cognizance of differences 
in risks of the same general classi- 
fication where the conditions war- 
rant it, and to adjust the rate 
(which is based on the law of aver- 
ages) accordingly as the individual 
risk approaches or departs from the 
average, assigning a margin of 
credibility to the risk experience 
which is actuarially computed. 


Great American 
Audemnify Company 
New Bork 
CASUALTY SURETY 


We'll gladly 0 eae 
your questions 
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Use LEAFLETS 
and INCREASE YOUR 
BUSINESS 


Following is a list of leaflets written by Wm. 
T. Nash, originator of Monthly Income In- 
surance, which are being continuously used 
by companies with remarkable results. 


Reinsurance 


We offer companies writing per- 
sonal health and accident substantial 
reinsurance facilities for excess lia- 
bility on principal sum and monthly 
and weekly indemnity. 












Much valuable advice and instructive matter for agents, 
including the veteran and the beginner, can be found in 
the publications issued by The Spectator Company of 
which William T. Nash is the author. 


LEAFLETS FOR CREATING PROSPECTS 


BIG BUSINESS AND LIFE INSURANCD.... “sendenenshere vale 
BUCK ADAMS’ WILL cee cecceccceccccccecces 
OONFIDENCD IN LIFE INSURANCB................ oe 
TOOST OF DYING, THE ...cccccccccccees Cc cccccccccccccce 
*COST Ay WORRY 2... cvccccccceccccevevccccccscsces eee 
DOES A YOUNG MAN NEED LIFD INSURANCE?. 
FAMILIAR DANGERS LOSE THEIR TERRORS... . 
FARMDR'S INVESTMENT, THD....... cee 
GET ACQUAINTED WITH YOUR LIFE INSURANOE.........10 


Write to J. E. Sheridan, Reinsur- 
ance Underwriter. 




















INTER-OCEAN CASUALTY COMPANY 


_ HOME OFFICE 
CINCINNATI, OHIO 
















GETTING THD MOST OUT OF LIFB......cccccseeces joe 
GIVING ia. ad A CHA Rar Se anaerwaNatyHeeneeeres oes aom 
PHARD TIMES ..ccccccccccccccccccccscvccccccssceccsoccs 10 








ONE. DOCTOR'S EXPER. WITH ENDOWMENT INSURANCE. 110 
OND FARMER'S ptt gn bs * ps INSURANCB.. — 















1857 1930 






ONE SALARIED MAN’S B a oh 
Gee Sheer elie EOmet e ted ee vou 
wi 8 ° 7 
PARTNERS AND LIFE INSURANCD.......0csccceececesese/10 The Oldest Life Insurance Company in 

















REAL REASONS FOR LIFE INSURANCE..........ccce0000010 
SENSE O ELF-P 1 


ROSERVATION, THE.......-. the West. Desirable territory open for 


















SOME DON'TS OP LAPE. .ccccccccccccesccccccccseccocssees 
WHAT LIFHD INS RANCH a IN D. L ee ° ° 
WIFE'S INSURANOE, THE. ss eset sees renee Ld live agents. Has an enviable record for 
LEAFLETS FOR ~ sei oak OF THE AGENT : 4 
A GREAT FUTURB..........000-2.0seeeeess ROR og a 25 liberal dealing. 
CHARLIE FERRELL'S DEAD BOOK... sO ogee Nees entice cee 
METHODS THAT WIN Es apd cocee eC cccccccccesccccceccce 15 
SERVICB AND ITS REWARD...-. scam ieeene ST. LOUIS MUTUAL LIFE INSURANCE CO. 


ST. LOUIS, MO. 








OUT OF THE MOUTHS OF BABES... Ree eR ME... 00 
SATISFACTION OF KNOWING, THB......- th TERT 10 
SAT MUM WOU EMAUO.......scc.ccccessccccceceeesce 







REINSURANCE 


FIRE and CASUALTY 










CONSERVATION LEAFLETS TO REDUCE LAP- 
SATION 








AT THD END OF THE ROAD............- eee cccecccccccces 
*BEST PROPERTY YOU OWN..........cccsccccccvccsvcves 10 
DON’T THROW AWAY THE LIFEBOAT.........ceeeceeeces 10 
GET ACQUAINTED WITH LIFE INSURANGB......:.... eves 
GIVING YOURSELF A CHANOB.........cecececcscceecceces 
HOW HOPES ARE SHATTERED.........cccccccccccccceces 
re DON'TS OF LIBBE.......ceeecscccececce 

DOW'S AWAKENING............ eeee 
Har HARRY DIDN'T .........--00. 
WHY WE DON’T LIVE FOREVER..... 


CONSERVATION LEAFLETS TO REDUCE LOANS 








ROSSIA INSURANCE COMPANY 
of America 


BORROWING FROM MARY.........-eseececceees coccee oeeelO 
BORROWING ON YOUR LIFE INSURANCE...........- ooeeekO 
HAVE YOU A LOAN ON YOUR LIFE INSURANCE?.......... 10 


SHOOTING YOUR POLICY TO PIECES..........sseeeeereee 10 
LEAFLETS ON we AND HEALTH 
NSURANCE 






THE FIRE REASSURANCE COMPANY | 
of New York 










DEPYING PATH 2... ccccccccccvcccccccccvcccces cocccece 


SOMBTHING IS ALWAYS HAPPENING... oo... oc. ccee. oe dO 
SIE MI ans ccnnncreydessseesenessecensnee 





*These are new leaflets published in 1930. 
¢An income tax leaflet revised to include the 1928 law. 

Sample copies of all the Nash leaflets, varying in price from ten 
to twenty-five cents each, amount to $6. Send us $4, and we 
will mail you sample copies of all 55 of the Nash leaflets conve- 
niently packed in a carrying case for easy reference. Ask for 
circulars oiving prices in quantities. We will also mail you on 
application a 32 page descriptive pamphlet entitled The Business 
Builder’s Service. 


THE SPECTATOR COMPANY 


243 WEST 39th STREET, NEW YORK 
CHICAGO BOSTON NEW ORLEANS 









THE FIRST REINSURANCE COMPANY 
of Hartford 











11S BROAD ST., HARTFORD, CONN. {| 











THE SPECTATOR 
December 25, 1930 
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INSURANCE STOCKS 
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Se Includes $0.57 gain from Mixed Claims Commission. 


5000 shares preferred $100 par; 100,00 
c. On common stock; 7 per cent paid on preferred. 
Stock dividend. 


8. 


0 shares common 


ent rate. 
, Annual rate. 


d. Includes $12.29 gain from Mixed Claims Commission. 
$5 par. e. Includes $18.77 gain from Mixed Claims Commission. 
: Curr 
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Prominent Agents and 
Brokers 


Actuarial 






Actuarial 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Fidelity Phoentx United States 


Fire of New Fire of New 

York Yon rk Amsterdam 
Automobile of National Liberty Sa 
standard of N tate of Penn, Indemnity Com- 

ni ew enn. 
sonal Uston “Newore fet 
on ew 

Micabureh BROKERS’ LINES SOLICITED 


National Fire of 
Pn 


Pittsburgh 











Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultants 
Examinations Valuations 


25 CHURCH STREET NEW YORK 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 











WOODWARD, FONDILLER and 
RYAN 


anne ACTUARIES 
URANCE ACCOUNTANTS 


ama G. Sharp Offices at 
— 75 Fulton St. 
fooeph M. Davis New York 
















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7398 
CHICAGO 





JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Crean Industrial and Special Classes 
RKMEN’S COMPENSATION 
Repeat’ Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 

















J. Charles Seitz, F. A. I. A. 


Consulting Actuary 
Author ‘‘A System and Accounting for a Life 
Insurance Company”’ 
Attention to 
Legal Reserve, Fraternal and Assessment 
Business—Pensions. 
228 North La Salle Street, Chicago, Illinois 
Phone Franklin 6559 

























Haight, Davis & Haight, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 


Omaha 





GEORGE B. BUCK 


ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 


301 Iowa Building 
DES MOINES, IOWA 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 





FRANK M. SPEAKMAN 
Consulting Actuary 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 








A FIRE INSURANCE BOOK BY TWO 
PRACTICAL UNDERWRITERS 
DOMINGE & LINCOLN 







J. H. O’ROURKE, Jr. 


UNDER COVER AND STRAIGHT | 
CLAIM INVESTIGATIONS 


PHONES: - 













Consulting Actuaries 
1711-1712 Metropolitan Bldg., Terente, Ont. 











ALEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Bldg. 
St. Louis, Mo. 
and 600 Securities Bidg., 


Kansas City, Mo. 











Inspections 











Railway Audit & Inspection 
Co., Ine. 

L. D. RICE, General Manager 

Franklin Trust Bldg., Philadelphia, Pa. 





INSPECTIONS CREDIT 

Life and 
MISCELLANEOUS 

Compensation REPORTS 

General Liability 

Elevator ree 

Burglary an 

Plate Glass — 

Pay Rell CLAIMS 





Offices and Agents In Cities and Small Towns 
In Every State. We Can Save You Money. 











Fire Insurance Inspection and 
Underwriting 


Contains everything you must know to make a profit. 


The authors themselves earn their living in the business daily 
and their book is 
COMPLETE—UP TO DATE—AUTHORITATIVE 


Price $6.50 per copy 


Send for a circular describing its contents more in detail. 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
243 WEST 39th STREET, NEW YORK, N. Y. 


CHICAGO 


BOSTON 
SNE, San rea mono eR LT 


NEW ORLEANS 


THE SPECTATOR 
December 25, 1930 
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KEYSTONE INDEMNITY 
EXCHANGE 


Participating Automobile Insurance 
110 SOUTH 16th STREET, PHILADELPHIA, PA. 
LOCAL AGENTS WANTED 


Fire, Theft, Collision, Property Damage, Public Liability 
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We Have Openings for 
Good Men in 
Des Moines 
Denver 


Sioux City 


OMAHA LIFE INSURANCE CO. 
H. E. WORRELL, Sec.-Treas. 
OMAHA, NEBR. 
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Towns 
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OPPORTUNITY: 


Desirable Territory Open for Gemeral Agencies. 
Liberal Contracts. 
THE CAPITOL LIFE INSURANCE COMPANY 


Denver. Colorado 








PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old 
established publishing house of Charles & Edwin Layton of London, 
England, whose long list of publications on fire, life, marine and 
other branches of insurance embrace the most valuable and standard 
treatises on these subjects. Send Ten Oent Stamp for Catalogue. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 


HEAD OFFICE, 55 FIFTH AVE., NEW YORK 








J. M. Haines, United States Manager 






















Eureka Maryland Assurance Corp. 


BALTIMORE, ‘MARYLAN D 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS 
of POLICIES, INDUSTRIAL and ORDI- 
NARY. 


~~ N. Warfield, Jr., Pres. J. Barry Mahool, Vice-Pres. 
Mears, Sec’y A. Victor Weaver, Treas. 


THE GUARANTY LIFE INS. CO. | 


DAVENPORT, IOWA 
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New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr. 











poten 




















Zz THE 
Boston Mutual Life Insurance Company 
77 Kilby St. <The Company of BOSTON, MASS. 


H. 0. EDGERTON, Pres. E. C. MANSFIELD, Sec’y & Treas. 
WILLIAM H. MOODY, Supt. of Agencies | 


A corporation organized and operating under the Insur- 
ance laws of Massachusetts. All desirable forms of up- 
to-date contracts issued. 

CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly 
simple and their benefits SIMPLY PERFECT. 


diate 


ALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 
WILLIAM O. MACGILL, President 

Agents desiring to connect themselves with a solid and progressive, 
yet conservative Life Insurance Company, can address 8. D. Powell, 
Secretary, giving references. 

Industrial and Ordinary Life Insurance policies issued upon all 
attractive forms of policies. 






































America Insures Itself 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LL.B., BS. 


N the informative work entitled AMERICA INSURES IT- 
I SELF, Mr. Pike deals with the important subject of life 

insurance in a manner which appeals to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described. 

AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,’ 
and also, as “a thorough book, a good book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 


appeal as making plain many of ‘the methods and plans 
of insurance as well as other points of interest which 
arise in connection with the subject. 

Price, per copy, $3 | 


Discount in Quantities 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Ine. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 

















E. W. Lang, Resident Manager, 90 Maiden Lane, New York 
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Jacques Cartier landing at the present 
site of. Montreal in 1534, named it “Mont 
Royale” or Royal Mountain because of the 
magnificent panorama of the St. Lawrence 
River and surrounding country which unfolds 


itself from the center of the city. 


From this name Mont Royale comes Mon- 
treal—a City of over a million people, founded 
by the French, ceded to the English, captured by 


American Revolutionary forces and 
later again occupied by the English. 


The Old World atmosphere car- 
ried across the Atlantic by the early 
French settlers has been preserved 
through the centuries. Montreal’s 
combination of English speaking and 
French speaking citizens gives it a 
duality of population and a spirit of 
cosmopolitanism found only abroad. 
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Montreal is the chief financial, commercial 
and transportation center of Canada. As 
such it is the point of concentration of hun- 
dreds of important industries of national char- 
acter. Strategically situated on the St. Lawrence 


River it is one of the largest seaports in the 





The statue of Paul Maisonneuve, 


Sounder of the present City of Montreal 


world. 


As Canadian headquarters for the leading 
Insurance Companies of the United States and 


of Canada it is fitting that the New 
York Indemnity Company should 
have selected Montreal as the home 
of one of its full functioning Branch 
Offices. Here in one of the newest 
and tallest buildings in the British 
Empire you will find a cordial wel- 
come awaiting you and business 
friends anxious to be of service. 


New York Indemnity Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


Detroit Life Insurance Company 
Union Title Guarantee Company, Inc. 
Bankers & Merchants Fire Insurance Company 


EXECUTIVE OFFICES: 





UNION 


Union Indemnity Company 





INDEMNITY BUILDING, NEW ORLEANS 





Iowa Fire Insurance Company 
La Salle Fire Insurance Company 


Union Title and Trust Company, W. B. P. 


100 MAIDEN LANE, NEW YORK 














